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How to tell the best buys 


You know how. You look long and care- 
fully over all the competing lines. You put 
Brand “A” up against Brands “B” and 
“C”’, and give them a real going over... 
point by point, feature by feature. 

This way, the products of real quality 
soon show up. 

But how often do you get the chance to 
line up and examine the big-ticket items the 
way you should? When can you really tell 
the “fast buck” operator from the legiti- 
mate manufacturer ... the product gim- 
mick from the real product improvement? 

It’s only at the annual hardware shows 
(both national and local) that you become 
really free to judge one line against an- 
other. The National Hardware Show in 
New York next week is therefore impor- 
tant to you. Here you'll be able to separate 
the men from the boys, the reputable manu- 
facturers from the smart operators. Here 
you'll be giving yourself and your cus- 
tomers the best break of the year, assuring 
yourself and them the best possible buys. 
Here you'll learn first-hand all the product 





advances many manufacturers have made 
in the past year. 

At the LAWN-BOY booths you'll see the 
great QUIETFLITE, our new sound-condi- 
tioned, vibration-free power mower for 
1959. It’s a line-leader you must see, must 
hear, and must feel running to appreciate 
just what LAWN-BOY has done for the 
mower industry and the consumer this 
year. 

You'll also see the improved Lawn-Boy 
LOAFER, our big-selling all-around lawn 
vehicle that’s been widening the sales hori- 
zon for every LAWN-BOY dealer. And the 
rest of the 1959 LAWN-BOY line is just as 
fascinating as the QUIETFLITE and the 
LOAFER. 

Don’t miss your trade show. If you can’t 
come to New York next week, catch your 
local hardware show. We'll be there, be- 
cause LAWN-BOY welcomes your toughest, 
most critical examination. Look me up. If 
you don’t see me personally, drop me a line 
when you've seen and heard the revolution- 
ary new QUIETFLITE. 


* ges 


HS > Name” RS 


Sales Manager 





MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT + SEPTEMBER 25, 1958 









Lamar, Missouri. Division of Outboard Marine Corporation 
Makers Of dahasen and Evinrewde Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 


LAWNOBO 
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This hot-dipped, galvanized 
Cream City round wash tub 
is built for hard, long serv- 
ice. Bottom is paneled for 
extra strength. Attractive 
appearance sells on sight. 
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CREAM CITY WARE 


...long life, eye appeal, streamlined designs 


Cream City ware is a long time favorite because of its handsome design, sparkling appearance, 
sturdy construction. And this popular line is now produced by J&L, a major integrated steel 
company with complete control of quality from ore to finished ware. This assures you a reliable 
source of supply and premium quality. It pays to stock and sell Cream City galvanized ware. 


Jones & Laughlin Steel Corporation 


Consumer Products—Container Division , 
STEEL Lebanon, Indiana | 
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AMERICAN DOG CHAIN PRODUCTS 
GIVE YOU MORE ON THREE COUNTS: 





© More chain sizes and styles to choose from 
e More dependable quality of product 


© More profits from expanded sales of a complete line 


There’s good reason why AMERICAN Dog Chain products consistently 
yield greater profits than many other competitive brands. AMERICAN 
Dog Chain items offer a quality you can trust—backed by years of 
manufacturing know-how that has made AMERICAN the largest maker 
of chain in the United States. When you sell dog chain items that bear 
the ACCO label, you know you are selling a product that will deliver 
100% customer satisfaction and will earn profitable repeat business for 
you the year around. 

ACCO Dog Chain products come in a variety of sizes and styles to fill 
any customer need. No more shopping around to find specialized chains 
—not when you stock and sell the items shown on this page. There are 
dog lead assortments, stake chains, runner chains, kennel chains, halter 
and dog chains, couplers and chokers . . . in welded and weldless chain 
construction. And they all come packed in bright ACCO cartons for 
attractive self display. 

Check your AMERICAN CHAIN distributor next time you order dog 
chain products. He can give you prompt delivery on the items shown 
here as well as on many other items in the ACCO dog chain line. 









DOG LEAD 
ASSORTMENTS 


SPIRALOCK 
ASSORTMENT 





Three assortments 
— Nos, 2, 3, 4. All 
come in bright or 
nickel-plated finish. No. 2 « six 














4-ft. Spiralock and six 4-ft. 12strong, spiral-twisted 12 welded chains with 
Tenso dog leads. No. 3 « six pattern chains with col- brightly colored Acco- 
4-ft. and six 4%-ft. Tenso ored Accolette handles. lette handles. Available 
chains. No. 4+ six 4%-ft.and In4% and 6-ft. lengths. in 4% and 6-ft. lengths. 
six 6-ft. Tenso chains. Nickel-plated finish. Bright zinc finish. 
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COLLARS SPIRALOCK 

KENNEL CHAINS } DOG STAKE CHAIN 
Strong, flexible, light in © 4y Made from . 
weight. Swivel snap §| Yenc’ No.3,4,and5 A light-weight, strong 
each end; strong swivel [| Elwel Twist stake chain that provides 
in center. Finishes— § Link Chain with welded dog freedom for move- 
bright, bright zinc and ring on each end. Regu- ment. Spiral twisted chain, 
nickel-plated. Three @ larly furnished in five with free swiveling snap, is 
lengths —4% ft.,6 ft. © lengths: 16’, 18’, 20’, 22” attached to15’stake by “‘s’”’ 





and 9 ft. | and 24”. Nickel-plated. hook. Bright zinc finish. 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 





ENDWELDED 
ASSORTMENT 





Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
*Indicates Warehouse Stocks *Portland, Ore., *San Francisco 
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HALTER AND DOG CHAINS 


Available in two patterns 
of chain—Tenso (shown) 
and Elwel electrically 
welded chain (not shown). 
Both come with snap on 
one end, toggle on other 
end, and ring for adjust- 
ment. 4% and 6-ft. lengths. 
Furnished in bright, bright 
zinc and nickel-plated. 


DOG COUPLERS 


ACCO Dog Couplers can 
be ordered in Elwel and 
Tenso patterns as illus- 
trated. Both have free- 
swinging sturdy snaps. 
In bright or nickel- 
plated finish. 








HARDWARE AGE, SEPTEMBER 25, 1956 











ditorial 


by W. A. Phair 


Leonard V. Rowlands, Publisher 
EDITORIAL STAFF 


so RS Who wants money 


E. L. Barringer, managing editor 
Kenneth A. Heale, feature editor 


Satins Sh. tikes. aesctlote ediice “Judging from some of the things I read, folks are trying to turn 

R. C. Rittenhouse, ossociate editor the hardware store into a push-button operation. But take it from 

ps .  leage cahiag a me, it won’t work.” This comment in a dealer’s letter probably re- 
e H. ; : , 

Ray ™. Stroupe, Washington editor. flects the feelings of quite a few store owners. 

Neil R. Regeimbal, Washington editor 

Albert J. Mangin All the talk today about automatic buying, basic stock lists, self- 


“Who Makes If"’ Directory editor service, and so forth, does sound a lot like push-button operations. 
Paul Wooton 


But, I agree with our reader that a push-button store will never work, 
Washington member editoria! board 


ms at least for the independent merchant, if for anybody. 
J. S. Torrey 


Manager, Reader Service ‘ , : 
There are many changes taking place these days in retail hardware 
BUSINESS STAFF 
stores. I suspect that some of these changes sneak up on us before 
. C. Read, ae manager 


J. Sellick. manager, Research Dept. we realize it and this leaves us a little confused. Yet, when you examine 
Mowe . Dickinson, production manager 


these changes closely, there is no need for confusion; many of them 
or ty a make good sense. Let’s take this subject of what kind of a stock a 
, ole G. Wicen. 10 Hig High St. store should carry. 
New York 17, N. : f 
CA, Wardiey_W. ‘A. Roos Two big sources of strength for independent hardware stores are 
Telephone: Oxford 7-3400 their ability to give personal service and that they carry a bigger, 
Philadelphia 39 Pa. deeper stock of hardware and housewares than a super market, or 
Med Foals lood, Chestnut  & air discount house or drug store. 
grag a Ohio — , 
dder =. Hart, Jr. These two characteristics tied together make a real good customer 
Hi Di Superior 1-2840 attraction. But, you say, I carry a big stock, but I can’t make money. 
Detroit 2, Mich. This idea of a big stock doesn’t make sense. Well, here’s where we 
via PE ogy need to get tough with ourselves, our buyers and our salespeople, be- 
reir ae cause the important angle is not how big your stock is, but how much 


> 

















variety do you have. 
Chicago |, Ill. y . 


Mal M. Whitfield—William E. Comiskey 
nN.” Michigan Ave. 


Telephone: Randolph 6-216é We should remember that we make money by turning over our 

San fremctien 3. Cel. investment. So, how do you get a maximum turnover? You get it 

te ace ae by having enough variety and depth to give your customers a better 

Telephone: Underhill 1-9737 choice than your competition. But . . . and this is important 

Los Angeles 57, — : variety and depth does not mean duplication. This is where many 

. H, Jackson, 198 S. Alvarado St. é 

Toughane "Dunkirk 7.4337 dealers get trapped. They carry lots of items, all right, but most of 

Atlanta 9 them are in the same price range. 

John W. haxpiee. 1371 Peachtree St., N. E. 

Telephone: Trinity 6-4/1 10 ‘ : ; 

Dollies & T For example, one store carries 15 items in a line. Each item is a 
as exos ‘ ; ‘ i 

ee E. a . different size or color or price range. Here you have maximum depth 

dows Buildin ; sre czas ; 

Expranteay at Milton and variety. Another store carries 15 items, but these items cover 


Telephone: Emerson 8-475! 


Address mail to: Chestnut & Séth Sts. 
Philadelphia 39, Pa.; SHerwood 8-2000 


three manufacturers who duplicate each other in price and models 
so that this store is actually offering the customer a choice on only 
five varieties, instead of the 15 the first store offers. Here is where 
you tie up money and lose profits . . . in unnecessary duplication. 


Charter Member 





It has been said, and I think with some truth, that Sears can get 
better variety with 1000 items than some hardware stores can get with 
3000 items. How is this so? Well, just check a Sear’s catalog. Notice 
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Editorial 


continued 


that they usually offer one variety or model, in each price range. They don’t 
endlessly duplicate their lines. 


Now, an independent hardware store doesn’t want to imitate Sears. But 
if we want to make money, we can take a lesson from Sears, when it comes 
to getting maximum variety with a minimum of items. 


If you increase the variety of your stock, you give your customers a better 
reason for shopping your store and you'll increase your turnover and profits. 
You do want profits, don’t you? 


Any discussion of turnover and profits would be incomplete without 
emphasizing the importance of a good source of supply for the dealer. With 
an efficient wholesaler backing you up, so you can get prompt, complete 
shipments. you can gage your buying to reasonable quantities that will 
assure you of better turnover. In short, let the wholesaler do the ware- 
housing and you do the selling. You’re bound to improve your turnover. 


Fishing could be better . . . 


A few wholesalers in the past year have complained of the lack of profits 
in their fishing tackle department. They indicate they are thinking of 
dropping this division. 


On the other hand, we know other wholesalers who are making money 
with fishing tackle. We also know now that as part of the national sports 
picture, this whole field has tremendous potential. 


How do we get these two different viewpoints? I suspect that one big 
reason is that the wholesaler losing money has too much tied up in duplicated 
stock; he isn’t getting enough turnover. Wholesalers have the same problem 
as dealers when it comes to inventory control. 


Take a look at the average wholesaler’s catalog. You'll find, for example, 
as many as 100 different reels carried in stock. If you break these down 
by price ranges, you’ll find four and five models duplicated in a given price 
range. If this duplication isn’t good for the dealer, it certainly isn’t good 
for the wholesaler. 


There is always the argument that duplication is necessary because of 
model or manufacturer’s brand preference. Certainly there is, but not 
to the degree that it exists in most wholesale firms. I pity the poor whole- 
saler’s salesman trying to sell a dealer a stock of reels from the usual assort- 
ment of duplicated items. How can the salesman possibly develop an effec- 
tive sales presentation? If he carried one or two in each price range, he 
could do a real selling job. 


Believe me, I realize that this is not a simple problem. Yet, it is an im- 
portant one and one that has a powerful influence on profits. Why not take 
a look at your catalog from a duplication viewpoint? Make a listing of 
how many different makes you carry in each price range. Then check your 
sales records on each make. You should find the answer there. 


When you consider the amount of money tied up in warehouse space, 
in bookkeeping, in cataloging costs, and in capital funds by this duplication, 
you'll see that you have here a tremendous opportunity for cost savings 
and better profits. 





HARDWARE AGE, SEPTEMBER 25, 1956 





ccer 
a 


———— 


a 


“with this high-scoring 
is ical 

















¥ 
- 
* 
x) 


CORBIN) paptocks sad CONEY OCHS 


- — 
————— 














AVAILABLE IN 
3 SHACKLE HEIGHTS 
%", 24", 5" 


C(RRIND  SESAMEE PADLOCKS 









7 __ TOPS IN QUALITY 








CORRIND Nicht LaTcHes 












— 


SMOOTH FINISHES 

















Miscellaneous 
TRIM HARDWARE 


CORBIN 








— 







HARDWARE AGE, SEPTEMBER 25, 1958 





a 
1 TT 





_— 





— 
ae 


New Britain, Connecticut 


CHG 


CORBIN CABINET LOCK DIVISION 
The American Hardware Corporation 


for extra profits to cheer about 
-feature products by 
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WASHINGTON 


NEWS 


BY WASHINGTON 


BUREAU OF 
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AGE 


Congress enacts, the President signs . . . 


What it means to you 


A Summary of the 85th Congress’ legislation affecting your business 


Hardware dealers and wholesalers won some benefits 
from Congress this year. But they will also pay some 
higher costs as a result of several new laws. 

President Eisenhower has closed the record of the 
85th Congress by signing some measures and vetoing 
others. A final tabulation shows the following results 
in issues of major interest to you: 


A $1.8 billion housing measure was enacted. It 
should push total new housing starts this year past 
the 1.1 million mark, an increase of more than 200,000 
over last year, and bolster the market for hardware, 
appliances, and other goods. 


Smali business 


Lawmakers finally gave at least token benefits to 
small firms. A new Small Business Investment Pro- 
gram was created (see p. 59). The government, with 
some $250 million in funds, will help new investment 
companies form and make long-term loans to, and buy 
stock in, small firms. A $240-million tax relief bill 
for small firms was enacted, which gives limited help. 

The Small Business Administration was made a 
permanent agency and its funds for making loans to 
small firms increased. 


Postai rates 


All postal rates were raised, but not as much as the 
administration requested. Dealers already are pay- 
ing 4 cents for first-class mail, a hike of 1 cent. Costs 
for mailing third-class mail will go up sharply next 
Jan. 1. Parcel post size and weight restrictions were 
not removed. 


Taxes 


The 52 percent corporation tax rate, all excise taxes, 
and personal tax rates were continued. Proposals 


10 


for broad tax relief for small firms, including a plan 
to permit special deductions for reinvested earnings, 
were blocked. 


Social Security 


Social Security taxes and benefits were raised. The 
new rates will cost employers and employees each an 
extra $25.50 next year. Self-employed persons will 
pay $38.25 more. 


Fair Trade 


Three congressional committees held hearings on 
proposals to create a new federal Fair Trade system 
and the related problem of discount houses. No action 
was taken. Proponents say they’ll press for passage 
next year. 


Antitrust 


Congress considered several measures in the anti- 
trust field, but took no action. Blocked were proposals 
to: require functional discounts; require firms plan- 
ning to merge to notify the government ahead of time; 
make cease and desist orders final immediately, and 
repeal the “good faith” rule which permits some selec- 
tive price cutting by suppliers. 


Agriculture 


Farm income in the current fiscal year will remain 
strong with the help of continued high government 
subsidies. This will aid sales to rural] dealers. Con- 
gress rejected proposals to cut subsidies. As a result, 
payments to farmers this year will be some $1.9 bil- 
lion higher than last year. 


Minimum wage 


Proposals to extend minimum wage-hour coverage 
to retailers were blocked. So was a proposal to extend 
unemployment insurance taxes to small] firms. 


HARDWARE AGE, SEPTEMBER 25, 1956 












New FURNITURE PULLS 
..e PULL in Quick Profits 
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= FREE! with 


introductory Stock 


Lustrous mounted samples 
catch attention. Will ring up 
sales on —- Pulls 
without taking your clerks 
away from other customers. 
The “do-it-yourself” man 
needs several Pulls to make 
one of the desks, chests or 


style by a famous designer. 
Permanent bright brass 
| luster—will not tarnish. 


-_ » cabinets shown. 
e189 a-006 Every Pull an exclusive 
: 


SEE DISPLAY AT BOOTH 92. NATIONAL HARDWARE SHOW. NEW YorK. sept. 29 To oct.3 INDIVIDUALLY PACKAGED 
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24 Popular Furniture 
Designs FREE with each Pull 


Each Faultless Pull is wrapped in a work sheet 
for 24 easy-to-make furniture designs. Each design 
has eye appeal, fills a need in any home, is easily 
scaled and constructed from materials available, 
at any lumber yard. Planned to create _— de- 
mand and multiple sale of Faultless Pulls for you. 
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For your convenience in checking inven- 
tory, stocking and selling Faultless Pulls, 
each piece is packed in a colorful, individ- 
ual carton. Each carton top illustrates the 
Pull it contains, is identified with style 
number, and the Pull inside is wrapped in 
tissue work sheet shown at left. With iden- 
tifying illustration and style number clearly 
visible, there is no need to open the pack- 
age and disturb contents. Package is ideal 
for use on shelves or in open seif-serve 
counters. (K.189, K 195, K199 and K200 
are packed 2 pieces per carton.) 


mem rm emer mmm eee 


START 67% PROFITS COMING YOUR WAY TODAY 
FAULTLESS FURNITURE HARDWARE Division of HA-68 
Faultless Caster Corporation, Evansville 7, Indiana 


Without obligation please send full particulars about 
the free ——s Board with iccmtnasage stock of 
Furniture Pulls on which I can make a profit of 67% 
On my cost. 


My Jobber is__ 





Firm Name 


City 












































seasonal 
merchandise ... 


toys in the 
spotlight . . . 


manage your 
promotion. .. 





HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


Indian Summer brings brisk sales activity to many seasonal and 
staple lines: canning supplies, hunting needs, wheel goods, indoor 
and outdoor paints, grass seed and other gardening items. Heaters, 
housecleaning aids perk up, too. HA Recommendation: Spot mass 
displays of items like canning wax and ammunition for impulse and 
tie-in sales instore and windows. Keep stock levels up. Phone in 
your orders. Customers won’t wait for delivery. Postcards or 
broadside-reminders are bound to boost traffic. 





If your trade area was tied up by storms last winter, now is the 
time to push emergency cooking, heating, lighting merchandise. 
Householders now are anticipating the coming winter when utilities 
may be cut off. Householders are in a buying mood, to avoid primi- 
tive living experienced last year. HA Recommendation: Group all 


lines useful for emergency living. Display this merchandise at your 
wrap counter or along traffic aisles. Slant your advertising of these 
lines to remind customers of last year harrowing experiences when 
utilities failed. 





There’s always a natural build up in stock of toys about this time 
of year, but a couple of toys have jumped the gun and are creating 
big sales for dealers who can get stocks. An item known as “Hula- 
Hoop” has factories on three shifts. Another type of toy, fuel- 
powered guided missiles, is amassing big sales. HA Recommenda- 
tion: Don’t wait for Christmas on key toys. Pick up your own orders 
if need be. Buy in quantities so you won’t run out of stock every 
other day. 





Now is the time to check your toy and gift promotion from a man- 
agement angle. For the next 90 days you’ll need extra fast inventory 
figures to move quickly in reordering. You’ll need a good stock 
control system to keep back-up merchandise moving to the sales 
floor to avoid walk outs. HA Recommendation: Now is the time to 
put in a seasonal inventory control system for fast reports on stock. 
Be sure your merchandise on display is keyed to the same merchan- 
dise in overstock. Keep stock room under control to make sure mer- 
chandise is not lost in the shuffle. 
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Famous PINCOR 


Quality and Performance for 1959 


<g> ® New Complete Line 
ss ® New Features 


® New Low Prices 






















































































619-8-TR* 19” Rotary 3 HP PINCOR Die-Cast Aluminum 
619-8 19” Rotary | 3HPPINCOR Die-Cast Aluminum 
619-BS-TR* 19” Rotary | 2% HPB&S Die-Cast Aluminum 
619-BS 19" Rotary | 2%2HPB&S Die-Cast Aluminum 
622-8-TR* | 22”Rotory | 3HPPINCOR | Die-Cast Aluminum 
622-8 | 22” Rotary | 3HPPINCOR Die-Cast Aluminum 
622-BS-TR* 22” Rotary | 22 HPB&S Die-Cast Aluminum 
622-BS 22” Rotary 2%. HPB&S Die-Cast Aluminum 
921-8-TR* 21” Rotary 3 HP PINCOR Stamped Steel 
921-8 21” Rotary 3 HP PINCOR Stamped Steel 
sp.92i-etr: | 7!” Self-Prop. 3 HP PINCOR Stamped Stee! 
Rotary i 
sp-921-8 | 2!" Self-Prop. | 3 up pincor Stamped Stee! 
| Rotary i 
sp-925-9TR* | 72> Self-Prop. 3% HP PINCOR | Stamped Steel 
i Rotary | 
sp.925-9 | 25 Self-Prop. | 31, we PINCOR | Stamped Steel 
I Rotary | 
P-925-9TR* | 25” Rotary 32 HP PINCOR | Stamped Steel 
P.925-9 | 25” Rotary 3% HP PINCOR | Stamped Stee! 
| 7 | 1% HP, 8 AMP 
817-E 17” Elec. Rotary PINCOR Die-Cast Aluminum 
——— 4 i 
5518-BR | 18” Reel 2HPB&S Steel 
5521-BR | 21” Reel 2HPB&S Steel 
All Rotary Models have staggered Wheels and off-set chute. Leaf 


Mulcher stendard equipment on Rotary Models with the exception of 
the Electric Rotary. 
*TR—Designates ‘Touch and Go'', one knob control, and Recoil! starter on Handle 


PINCOR the most complete line of Power Mowers feature the 
newest improvements for 1959. They offer you the lowest 
prices and highest profits ever: New powerful Pincor engines 
with increased Horsepower: New cutting height adjustment is 
revolutionary; the new touch and go, 1 knob handle control is 
\ , so easy for everyone to operate. Look for Pincor for 1959— 
Get the facts—write, wire or phone for full information. 
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Power Lawn Mowers « Electric Portable Power Tools «+ Gasoline Engines - Electric Generating Plants 
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HERE IS THE LATEST INFORMATION ON 





NEW MERCHANDISE 








Locksets for heavy duty 


The model C in the Challenger 
900 series has new extra large sap- 
phire-hard mirror smooth spindle 
bearing. Features include; long- 
life bearings, one-piece cold forged 
knobs, Aircraft aluminum ano- 
dized housings, one-piece precision 
cast bronze retractor, anti-friction 





roller bearings and E-Z change 
cylinder. Challenger Lock Co., Inc. 


For more data circle No. 1 on postcard, p. $7 


4/2 Ib electric trimmer 


This electric hedge and shrubbery 
trimmer weighs 4% lb and fea- 
tures a unique handle which allows 
the user to cut across or up and 
down merely by changing the posi- 
tion of his hands. Regular house 
current delivers 1800 cutting 
strokes per minute. A foot-long 
plug in cord pigtail provides safer 
operation and easy replacement of 
damaged or worn extension cords. 


14 





The Dragon comes in an attractive 
counter display available with mail- 
ing pieces and a window banner. 
Length overall: 25 in.; blade, 13% 
in. H. K. Porter Co., Inc. 


For more data circle No. 2 on postcard, p. 97 


Vest pocket tractor 

The Lawn-Boy Loafer, an inde- 
pendently powered four-wheeled all- 
purpose vehicle, will push a lawn 





mower up to four miles an hour 
with its rider-operator seated com- 
fortably at the controls. It is de- 
signed to be adapted to the Lawn- 
Boy mower as well as other rotary 
mowers. The four-speed vehicle, 
powered by a 2% hp engine, can 
also be used to pull loads up to one 
ton, including spreaders, aerators, 
and rollers, as well as equipment 
used in factories, warehouses, or 
motels. Constructed of steel and 
aluminum, weighing about 100 Ib, 
the Loafer can be stored vertically 
to save garage space. Lawn-Boy. 

For more data circle No. 3 on postcard, p. 97 


Shock absorbing caster 


A new Floating Hub caster pro- 
vides shock absorbing for lighter 





loads than previously possible. A 
lighter duty spring than _ that 
found in older models plus soft 
rubber tread and ball bearing 
wheels snubs out vibrations over 
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THAT CAN HELP YOU 


Want more information on these 
products? Then use free post- 
card on page 97. 


BUILD BETTER STORE PROFITS 





half the load range of earlier mod- 
els. It is designed for handling 
electronic equipment, liquids, and 
other fragile loads. The Bassick Co. 


For more data circle No. 4 on postcard, p. 97 


Glass coffee percolator 


Housewives will like this eight 
cup size coffee maker with 22 carat 
gold bands fused into the hand 
blown heat-resistant glass. A 
matching brass plated bowl 





warmer comes with the brewer 
plus two 8 hour candles. Retail 
price $7. Club Aluminum Products 
Co. 


For more data circle No. 5 on postcard, p. 97 


Twin-grip tackle boxes 


Made to retail at less than $12, 
Twin-Grip tackle boxes will not 
spill when lifted by twin handles. 
Box is a full-drawn seamless steel 
fishing tackle box with four me- 
thylstyrene trays mounted on can- 





tilever action to give full access to 
bottom section of box. All edges 
fully returned with bottom section 
reinforced by diamond design em- 
bossed panel. Union Steel Chest 
Corp. 


For more data circle No. 6 on postcard, p. $7 


Sanitary well seal line 

This Rapidayton line offers seals 
for submersible and jet and piston 
pump well installations. They are 
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for any size well casing, 2 in. to 
12 in. and for drop-pipe sizes %4 
in. to 3 in. The dense, high quality 
corrosion-resistant cast metal is 
coated with non-peeling paint. 
Staked-in rust-proof bolts help 
make installation quick and easy. 
The seal for submersible pump in- 
stallations has a cable hole that fits 
any size or shape electric cable. 
Tait Mfg. Co. 


For more data circle No. 7 on postcard, p. 97 


22 in. rotary power mower 


This 22 in. rotary is the leader of 
the Choremaster power mower line 





for 1959. This mower, like all 12 
models in the line, features swept 
back styling, Equapoise wheels and 
Dial-A-Season cutting height ad- 
justment, It also has an improved 
Safe-T-Guard below the blade. The 
self-propelled unit has a 4-cycle, 
3 hp engine and steel deck. Con- 

(Continued on page 92) 
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TO HELP YOU SELL 





NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post- 
card on page 97. 


HELP YOU SELL MORE 





Carded casters, free display 


This Faultless carded caster deal 
includes 31 sets of the most popu- 





lar casters and glides. A _ three- 
color counter and wall display com- 
plete with mounted samples, which 
are removable for self-demonstra- 
tion, comes with the Big $ Deal 
free of charge. Each card shows 
suggested uses and instructions. 
They show the casters to good ad- 
vantage in bins or on perforated 


paneling. Faultless Caster Corp. 
For more data circle No. 8 on postcard, p. 97 


Carded tools for Christmas 


Stanley has carded five $1 tools 
as Christmas stocking fillers for 
the season’s impulse trade. In- 
cluded in the blister packed group 
is a trimming knife, plane, pull- 





push rule, nail sets and center 
punch, and a screw driver set. Five 
each are packed in a colorful free 
merchandiser (shown). Total value 
$25. Your cost—$16.67. Open stock 
offers a perforated strip of five 
carded tools (all one kind) with 
punched removable holiday header. 
Stanley Tools Div., Stanley Works. 


For more data circle No. 9 on postcard, p. 97 


Bronze snap display unit 


This attractive red and white 
display box features non-rusting 
Wilcox-Crittenden brand _ snaps. 
Compartmented box shows five dif- 





ferent sizes and their retail prices. 
Stock sold from box can be re- 
placed from regular boxed stock. 
Display shows many uses for these 
snaps. North & Judd Mfg. Co. 


For more data circle No. 10 on postcard, p. 97 


Garden tool merchandiser 


Your customers will like to select 
tools from this copper and ivory 
garden tool merchandiser. It comes 
with 66 basic long handled tools, 
will hold up to 100 securely. End 
panels give self-service tool in- 
formation and will support small 
hand tools merchandisers. Four 
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casters allow easy mobility. True 
Temper Corp. 


For more data circle No. 11 on postcard, p. $7 


Skin-packed wrench sets 


Impulse sales of hand tools will 
get a boost with these new skin- 
packed ‘wrench sets from Upland. 
Sets available in skin-packaging 
are the 5-piece (shown) and 4- 
piece open end wrench sets, 7-piece 
hex key set, and 7-piece pocket 
wrench set. All but the 7-piece hex 
key set have the original retail 
price. This set carries a 20 per 
cent price reduction to stimulate 
impulse sales for fall and spring 





Upland 


Industries, 


promotions. 


Inc. 
For more data circle No. 12 on postcard, p. 97 


(Continued on page 107) 
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“Cuts gas bills 
by over one half” 


Harold ]. Abrahams, Dimmer Hardware Co., San Francisco, Cal. 






This saving is achieved although “we have to make de- 
liveries daily, and constantly, driving up and down the 
deepest hills in the U.S.A.” That’s compared with three 
other types of trucks used by Dimmer Hardware. More- 
over: “our drivers like the excellent visibility and com- 
fort of the cab,” and “we can load more merchandise 
more easily in this Volkswagen Panel Delivery than in 
any standard panel truck.” 


Mr. Abrahams emphasizes another highly important feature of every Volkswagen: “maintenance 
repairs have been virtually negligible.” 

The engineered dependability of Volkswagen is backed up by world-famous ® service in all 
49 states. When service is needed, every 7) owner gets the best. The investment in a Volkswagen 
Truck pays dividends. Real savings mile by mile add up year by year. Ask your authorized ® dealer 
to show you the operating cost records for a Pick-up Truck, Panel Delivery, or a Kombi Station 
Wagon. A Volkswagen costs less to buy, run, and maintain. 


VOLKSWAGEN DELIVERS THE GOOODS...FOR LESS! 


(X) voLKswacEN 


HARDWARE AGE, SEPTEMBER 25, 1958 17 





* 8ee<« 
Sag 
*Se eu 
+ 
+4 
** 
~ 
ae | 


} ae Pa 
& : Noe ; SaaS BOS x 
2 . Se SS SS BR “ _ aS ~ 


7,00 ee Ot at a 













IN OR OUT 
OF THIS WORLD 

THERE 1S ONE BEST| 
SHOVEL VALUE... 


I Sit 























Full length (one piece) 
handle-capped at end 


(STEEL-LITE) DOUBLE TAPER FORGED BLADE ea Perfect down-center 

(STEEL*LITE) SHOCK BAND reduces handle breakage = 4 
ouble forge 

LIGHTWEIGHT — under 4 pounds (STEEL LITE) forward turned steps 


oS. AMES co. PARKERSBURG, WEST VIRGINIA 


Ames also manufactures Ames Maid Household Furniture and Ames Aire Casual Furniture 
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For counter 
or wall 


merchandising 


se; ttle 
ttst faci 





Let this brand-new 
dynamic display 


start your sales of 


Measures 8” x 18°—in a high visibility color combination. 
All-metal construction—a permanent sales aid. 


Nicholson Hacksaw Blades off Big 


DISPLAY IS FREE WITH THE NICHOLSON *80 HACKSAW BLADE ASSORTMENT! 








The *80 Assortment has this balanced selection of bound-to-be best-seller Nicholson Blades 














Specifications Quantity ; 

Code length teeth per in. | #80 Ass’t Suggested Retail 
NF1018 10” 18 5 59c 
Flexible High Speed NF1218 12” 18 5 7 le 
(Molybdenum) NF1024 10” 24 5 59 
NF1224 } md 24 5 7c 
: ss1018 10” ‘8 15 16¢ 
Special Shatterproof $$1218 12” 18 15 19¢ 
Standard Steel $$1024 10” 24 15 16c 
$$1224 12” 24 15 19¢ 


























Nicholson Blade sales are going to be BIG! Get your share of profits right from the 
start... order the *80 Assortment with FREE display from your wholesaler today. 


23 NICHOLSON FILE COMPANY, Providence, R. I. 














| 2BIG FALL SPECIA 


UNIVERSAL Deluxe 


TAB-L-TOP 
Food Chopper 


Model 1595 



















y 


Your customers save *1.07 
and you boost your Fall sales with 
this bargain offer. Deluxe model com- 
plete with 3 cutters, and in your choice 
of colors—white, yellow, red, or pink. 


Get this big special working NOW! 


: Your Price — *5.92 ea. 
Regular Price $9.95 rth a na 


ORDER NOW...THIS IS A LIMITED TIME OFFER: 








Ask for the Special Price 
on the Model 4090 


Decal = WORKMAN’S LUNCH KIT 


There’s a real bargain in Universal’s big, rugged 
lunch kit with pint Pour-Easy vacuum bottle. 
Ideal for workmen, hunting trips or Fall outings. 





CALL YOUR DISTRIBUTOR TODAY! 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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TALK ABOUT TURNOVER! 
1. Display High Fashion 
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2. Sell these 
decorators 
style baskets / 
at surprisingly 
low retail 
prices 


3. Start re-stocking, because... 


your turnover will be the greatest ever! 


High fashion style at surprisingly low prices! That’s why new Gold Rose Deco- GENERAL SPECIFICATIONS 
ware baskets will give you solid turnover, solid profits. The Gold Rose pattern is 
so beautifully executed it locks hand-painted. There’s even a gallery effect at the 





® Basket measurements: 
7¥% x 10% x 13% (high) 





top. And the black, green, and white backgrounds are mat finish to enhance the ® Ball Footed ' 
look of elegance. Give these oval, straight side baskets plenty of display space, ® Shipping weight: , a 
because customers will love ’em. 9% Ibs. per carton Be —s 
Nested and packed 
2 white, 2 green, 2 black 
CONTINENTAL €©€ can COMPANY remedy 
Eastern Division: 530 Fifth Avenue, New York 36 Saves SHIPPING Costs 


Central Division: 135 So. La Salle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 Code No. 06-128 











Your customers dont want to scrape 
and chop ice...they want Sterling Halite 
melting crystals—melt it all away! 





Order Sterling Halite now for delivery by Thanksgiving—and you 
will be fully prepared for the demand caused by unexpected early- 
season storms. Remember, every customer you have needs Halite for 
driveways, walks, steps—and a couple of bags for.the car, too. 
Halite melts dangerous ice and snow fast. It’s a smart idea to make 
your initial order a large one, so you have enough Halite on hand 
for really bad storms. 










Check your wholesaler or warehouse today. And don’t forget, the 
profit per bag of Halite is higher than for most other items you 
carry! P.S. This winter, use Halite yourself—to keep sidewalks and 
driveways clear and safe. It’s good for business. 





STERLING B 
Halite 


INTERNATIONAL SALT CO., INC., SCRANTON, PA. © Sales Offices: Melting Crystals 


Atlanta, Ga. Chicago, Ill. Memphis, Tenn. Philadelphia, Pa. MINERAL ROCK SaLT 
Baltimore, Md. Cincinnati, O. Newark, N. J. Pittsburgh, Pa. | FOR ICE & SNOW REMOVAL 
Boston, Mass. Cleveland, O. New Orleans, La. Richmond, Va. 

Buffalo, N. Y. Detroit, Mich. New York, N. Y. St. Louis, Mo. | Melts MORE [ce 


IVAOWI4 MONS 2 39) 404 





«FASTER! 


EFricienr: 25 Ibs. wo worn’ 
en 


WET wWEigeT 


25-ib. bag of Sterling Halite now comes with convenient, sturdy carrying handle. It's 
sure to be a popular size. Halite also comes in 10-Ib. bags (6 to a bale) and 100-Ib. bags. 





STERLING HALITE is quicker and-it saves your ticker! 
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TALK ABOUT TURNOVER! 
1. Display High Fashion 





in beautiful, practical 


ALLERY EFFECT 
DECORATED LOOK 


2. Sell these 
decorators 
style baskets {| 
at surprisingly 
low retail 
prices 


3. Start re-stocking, because... 


your turnover will be the greatest ever! 





High fashion style at surprisingly low prices! That’s why new Gold Rose Deco- GENERAL SPECIFICATIONS 
ware baskets will give you solid turnover, solid profits. The Gold Rose pattern is 
. a . . ® Basket measurements: 
so beautifully executed it looks hand-painted. There’s even a gallery effect at the 71% x 10% x 13% (high) 
top. And the black, green, and white backgrounds are mat finish to enhance the © Ball Footed ' 
look of elegance. Give these oval, straight side baskets plenty of display space, © Shipping weight: des. & 
because customers will love ’em. 9% Ibs. per carton ~ 
Nested and packed 
2 white, 2 green, 2 black 
CONTINENTAL € can COMPANY rene he 
Eastern Division: 530 Fifth Avenue, New York 36 SOUS SRIPPING Cnete 





Central Division: 135 So. La Salle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 Code No. 06-128 
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Your customers dont want to scrape 
and chop ice...they want Sterling Halite 
melting crystals—melt it all away! 





Order Sterling Halite now for delivery by Thanksgiving—and you 
will be fully prepared for the demand caused by unexpected early- 
season storms. Remember, every customer you have needs Halite for 
driveways, walks, steps—and a couple of bags for.the car, too. 
Halite melts dangerous ice and snow fast. It’s a smart idea to make 
your initial order a large one, so you have enough Halite on hand 
for really bad storms. 


















Check your wholesaler or warehouse today. And don’t forget, the 
profit per bag of Halite is higher than for most other items you 
carry! P.S. This winter, use Halite yourself—to keep sidewalks and 
driveways clear and safe. It’s good for business. 


INTERNATIONAL SALT CO., INC., SCRANTON, PA. °¢ Sales Offices: Melting Crystals 










Atlanta, Ga. Chicago, Ill. Memphis, Tenn. Philadelphia, Pa. F MINERAL ROCK SALT 
Baltimore, Md. Cincinnati, O. Newark, N. J. Pittsburgh, Pa. OR ICE g SNOW REMOVAL 
Boston, Mass. Cleveland, O. New Orleans, La. Richmond, Va. 

Buffalo, N. Y. Detroit, Mich. New York, N. Y. St. Louis, Mo. Molts MORE /ce 
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FASTER! 


EFFICIENT: 25 Ibs. NO WORK! 
ee 


WET WEIGHT 


25-lb. bag of Sterling Halite now comes with convenient, sturdy carrying handle. It’s 
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‘ sure to be a popular size. Halite also comes in 10-lb. bags (6 to a bale) and 100-Ib. bags. 
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STERLING HALITE is quicker and-it saves your ticker! 


HARDWARE AGE, SEPTEMBER 25, 1958 















BUY - DISPLAY «- SELL 
New PLUMB “ALL-AMERICAN” Ayes 


Made in U.S.A. by American Labor—with American Material 


Priced and Finished to compete with Foreign made Axes 


BLACK BODY WITH POLISHED BLADES. 
RED SELECT HICKORY HANDLE. 





Available in following patterns, weights and handle lengths and types. 











Suggested 

Head Dealer Cost Consumer 

Weight Handles Oz Each Price Each 
Single Bit: DAYTON-JERSEY 32", 34”, 36" Regular Grip $39.96 $3.33 $4.98 

KENTUCKY AND MICHIGAN 31% Ibs. Bent or Straight 
MINERS—DAYTON AND JERSEY 31, Ibs. 20” or 26" Straight 39.96 3.33 4.98 
Dovble Bit: MICHIGAN AND WESTERN 3% Ibs. 32", 34", 36" Regular Grip 48.00 4.00 5.98 
Straight 
CRUISERS 2‘ Ibs. 28” Straight 48.00 4.00 5.98 
Small Axes: BOYS’ 214 Ibs. 28” — Bent 31.92 2.66 3.98 
HOUSE 21/4, Ibs. 19” Bent 31.92 2.66 3.98 
HUNTERS 1%, Ibs. 14” Bent 24.00 2.00 2.98 
HUNTERS 13, Ibs. 16” — Bent 27.96 2.33 3.49 
ingle Bit and Double Bit Pattern Men's and Boys’ Aves packed 14 dozen in closed corrugated reshippable cartons. 






House and Hunter Axes packed '> dozen in shelf cartons. 


Guaranteed against defects of workmanship or material. 
FAYETTE R. PLUMB, INC. + PHILADELPHIA 37, PA., U.S.A. 
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Keep American Industry at Work 
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LOOK WHO’S GOING 
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(Waller POWER| 


Beginning October 6 with a.tremendous nationwide 


(WORLD SERIES WEEK) 
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Dealer coverage where it count 














For your ’58 Fall and Christmas selling, Mickey Mantle, slugging 
Yankee hitter, switches his bat for Weller Power Tools... in the 
hardest-hitting array of consumer ads and point-of-sale merchan- 
dising in Weller history. A 44,568,500 audience . . . more than 63 
times the capacity of all the major league ball parks in the U.S.A. 
will be pre-sold for you. 


@ Full page LIFE ads in World Series and pre-Christmas issues. 
@ 8 full color cover ads in all leading homecrafter magazines. 
@ Dealer newspaper mats and counter literature for sales tie-in. 


@ Local Sunday ads in 94 newspapers on the “opening day”’ of 
Christmas selling . . . 3 times more than last year. 


@ Powerfully combined national impact and local penetration. 


NEWSPAPER 





. 4 SUNDAY 
as 94 SUPPLEMENTS 





SOLDERING GUN VALUE =, 


Get ready to cash in! Stock-up with 





HEAVY-DUTY GUN 


instont heat. = MODEL 8250A 
COMPLETE 
|| SOLDERING SET 
| 250 watt Gun; solder; 


iam. $1495 








WELLER ELECTRIC CORPORATION 
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TO BAT FOR YOU ON 


TOOL SALE 


Miche Waste 


Fall-thru-Christmas Campaign 





ys liad this Mickey Mantle 
Counter Display free 


to participating dealers 
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“POWER SANDER 


601 Stone’s Crossing Road, Easton, Penna. 


























40 f out of every $1 spent on tools 
and hardware is spent by households 


that read a single issue of LIFE 


Among your customers, chances are LIFE-reading house- 
holds are the big buyers. For in communities all across the 
country, LIFE reaches 31% of U.S. households in an aver- 
age week. And these 31% account for 40% of all consumer 
hardware expenditures. 


This means that 40¢ out of every hardware dollar is 
spent by households that read a typical issue of LIFE. 


No wonder in 1957 advertisers invested more for selling 
in LIFE than in the next two leading magazines combined. 
No wonder retailers tied in with advertising from LIFE 
twice as much as with advertising from any other magazine. 
For every LIFE household counts. Make sure you get 
your share of their dollars by featuring the brands that 
are advertised in LIFE. 


Source: LIFE’s Study of Consumer Expenditures, an analysis of $200 billion 
spent by U.S. households for consumer goods and services in 1956. 


Copyright 1958, by TIME Inc. 


Only LIFE gives you so much selling support . . . so swiftly, so surely 








HOME OWNER EXPERTS. Popular 
Science attracts a high percent of home 
owners. Not mere home owners but home 
owner experts who exert a powerful rec- 
ommending influence on all types of prod- 
ucts purchased for the home. 


EDITORIAL PRE-CONDITIONING. 
Keyed to home owners’ interests, Popular 
Science features more home improvement 
editorial pages than any other magazine 
.. . leading all consumer magazines for 8 
out of the last 9 years. 


3 INTENSIVE READING. More reading 


time is spent with Popular Science than 
with any other major consumer magazine. 
Added opportunities for multiple Weller 
advertising exposures. 


4 BIG WAGE EARNERS. A higher per- 


cent of Popular Science readers earn be- 


tween $4,000 and $10,000 annually than 
the readers of other magazines. Today, this 
group represents America’s big middle in- 
come market. They have the means and 
ability to buy. 


BIGGER SPENDERS. Popular Science 
readers spend more money on tools of all 
types. In 1957, the average Popular Sci- 
ence family spent $104 on tools and hard- 
ware ... while the U. S. households spent 
only $24. 


In every respect, Weller adver- 
tising in Popular Science pin- 
points the heart of America’s 
big buying tool market. And 
this big buying market is lo- 
cated all over America right 
down to your own neigh- 
borhood backyard. 


TIE-IN TODAY! TALK UP WELLER PRODUCTS! TOOL ADVERTISING IN 
POPULAR SCIENCE WILL HELP YOU INCREASE YOUR SALES VOLUME IN 1958—’59! 





an invitation — 
to visit us and see these and other leading hardware, building — 
supply and sporting goods products at our booth No. 34 





—Sept. 29-Oet. 3 


MECHANIX ILLUSTRATED 


A Fawcett Publication 
67 West 44th Street, New York 36, N. Y. 


~ ARROW METAL PRODUCTS 


BILCO CELLAR DOORS 
BLACK & DECKER TOOLS 
BOSTITCH STAPLERS 
BROWN SPEEDY SPRAYER 
BURGESS BATTERIES 

BVI PAINT SPRAYERS 
CHANNELLOCK PLIERS 
COLUMBIAN VISES 

DELTA POWERLITE 
DELTA POWER TOOLS 
DEVCON PLASTIC STEEL 
DeWALT POWER TOOLS 
DIC-A-DOO BRUSH BATH 
DISSTON TOOLS 
DOUGLAS FIR PLYWOOD 
E. |. DuPONT 

EVANS RULES 

EVINRUDE OUTBOARDS 
GREENLEE TOOLS 
HANDY-HORSE 

HUOT TOOL CHESTS 
JOHNSON'S WAXES 
KLEAN STRIP 

LIQUID WRENCH 

LYMAN GUNSIGHT 
MAGNA-HEAD HAMMER 
MAGNA-SHOPSMITH 
MARLIN ARMS 

MERCURY OUTBOARDS 
MILLERS FALLS TOOLS 
MOLLY SCREW ANCHORS 
PERMACEL LePAGE'S GLUE 
PORTER-CABLE TOOLS 
PROTO TOOLS 

RED DEVIL TOOLS 
REMINGTON MALL TOOLS 


ROGERS GLUE 


RUSCOE SLIP-ON HAMMERHEAD 
Liaise 

SHAKESPEARE FISHING GEAR 
SHERWIN-WILLIAMS CO. 
SIMONIZ WAXES 

SOUTHERN SCREW CO. 
STURM RUGER PISTOLS 
TURNER TORCHES 

U. S. PLYWOOD 
VERSAMATIC 

WELLER ELECTRIC TOOLS 
WEN PRODUCTS 

ZONOLITE 
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,.. because it can help you sell more 





Weller Power Tools than ever before! 


If you asked one question of your best customers 
—and your best prospects—you would find they 
had one basic thing in common: They read 
Reader’s Digest regularly! 

In your neighborhood, more men and more 
women read the Digest than any other magazine. 
It has more than twice the circulation, throughout 
the United States, of any magazine. 

And what makes it especially important to you 
is that Digest readers have the money to mean 
extra sales of all the products you carry. For exam- 
ple, the Digest is read regularly by: 

27% of all families who own their own homes 

26% of all families who bought electric coffee 
makers in the last 12 months 

40% of the families who bought electric blankets 
in the last 12 months 

27% of all families who painted or redecorated 


their homes in the last 12 months 


When Weller Electric Corp. selected Reader’s 


Digest to help you sell more of its power tools, it 
knew these things: 
¢ It would reach more good prospects for you 
¢ People would read its messages with faith 
and interest 
e All America relies on the fine products’ 
advertised in the Digest 
To get the most action out of the responsive Digest 
readers in your neighborhood, here is a simple 
suggestion to help you make extra sales and get 
extra profits this spring. 

Display copies of the Reader’s Digest opened to 
the Weller advertisement along with Weller Power 
Tools in your window and in the best trafhic spots 
in your store. 


People have faith in 


[Readers Digest 


Largest magazine circulation in U. S., 
ver 11,750,000 copies bought monthly 





Akron Beacon Journal 
Albuquerque Journal 
Allentown Cali Chronicle 
Augusta Chronicle Heraid 
Baton Rouge Advocate 
Beaumont Enterprise 
Binghamton Press 
Bridgeport Post 

Buffalo Courier-Express 
Cedar Rapids Gazette 
Charleston Mail 

Chicago Sun-Times 
Columbus Ledger Enquirer, Ga. 
Columbus Citizen 

Denver Rocky Mt. News 
Detroit Free Press 

Erie Times-News 
Evansville Courier-Press 
Fargo Forum 

Fort Wayne Journal 

Fort Worth Star-Telegram 
Fresno Bee 

Greenville News 


WELLER ELECTRIC CORP. 


g 


Harrisburg Patriot-News 
Hartford Courant 
Honolulu Star Bulletin 
Indianapolis Times 
Jackson Clarion-Ledger 
Knoxville News-Sentinel! 
Little Rock Gazette 

Long Beach Press 

Long Island Press 

Macon Telegraph & News 
Madison State Journal 
Modesto Bee 

Miami Herald 

New Bedford Standard Times 
Newport News Press 
Newark Star 

Oakland Tribune 
Pasadena Star 

Peoria Journal-Star 
Portiand Maine Telegram 
Portiand Oregonian 
Roanoke Times 

Riverside Press 
Sacramento Bee 

St. Joseph News-Press 
St. Louis Post Dispatch 


FOR FALL and CHRISTMAS 
WELLER IS SATURATING 


601 Stone’s Crossing Road, Easton, Pa. 
TELL ME HOW | CAN BE LISTED IN WELLER’S SUNDAY 


NEWSPAPER ADS: 


NAME 





STORE 





ADDRESS 





PREFERRED WHOLESALER 





2 ES —— eee 
Bs ot 


"ADDS HOMETOWN SUPPORT FOR YOU IN 


SUNDAY 
PAPERS 


St. Petersburg Times 

San Bernardino Sun- Telegram 
San Diego Union 

San Jose Mercury-News 
Scranton Scrantonian 

Sioux Falls Argus-Leader 
Syracuse Herald-American 
Tucson Star 

Washington Post & Times Heraid 
Wheeling News- Register 
Yakima Herald 

Youngstown Vindicator 


Sunday 


Baltimore Sun 

Boston Globe 

Buffalo Courier Express 
Chicago Tribune 
Cincinnati Enquirer 
Cleveland Plain Dealer 
Columbus Dispatch 
Denver Post 

Des Moines Register 
Detroit News 





“ 


Houston Chronicle 
Indianapolis Star 

Los Angeles Times 
Milwaukee Journal 
Minneapolis Tribune 
New Orleans Times-Picayune 
New York News 

Phoenix Republic 
Philadeiphia Inquirer 
Pittsburgh Press 
Providence Journal 

St. Louis Globe Democrat 
St. Paul Pioneer Press 
Seattie Times 

Syracuse Post-Standard 
Washington Star 





INDEPENDENTS 





Atlanta Constitution Journal 
Birmingham News 

Dallas Times Herald 
Kansas City Sunday Star 
Louisville Courier 

San Francisco Chronicle 
Toledo Biade 


LISTINGS. .be sure you're included! 


For details, contact your favorite wholesaler 
or use this handy coupon. 


ELECTRIC CORP. 


601 Stone's Crossing Road, Easton, Pa. 
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Modern Living Demands the New Floor Look 


are your floors showin 


‘ oleami ‘ood floors. 
Ei ance can be brought to any room by gleaming wood f ; 
pon - | marre 
’ inexpe fe to transform worn, 
it’s > and so inexpensive 
And its so simple al 
or scarred floors into rich beauty. 7 
Your hardware dealer or paint store Wl ' apt - 
how and provide all the necessary equipment and 1 


olad to tell you 


ask 
prised at the reasonable cost. 


‘ 5 yw 
FREE: Write for illustrated booklet that shows you hov 


to do-it-yourself and make your floors look like 
new in a few hours. 


peed (puis Flor Sanling Fae 


BEHR-MANNING CO., Troy, New York 
A Division of Norton Company 


, ©@ | 
ae : 


inishe ill be sur- 
your local Professional Floor Refinisher, you will be | 


The sure and easy way to cash in on 
profitable floor refinishing business is to 
make people conscious of the shabby 
condition of their floors — to show 

them how simple and inexpensive it is 

for them to have beautiful floors in 

their home. Put the power of suggestion 

to work and take full advantage of the 
Behr-Manning push-for-more-business : 


use all sales-producing ammunition 


provided, its FREE. 


Your customers, and new 
customers will be seeing this eye- 
catching advertisement in 
HOUSE BEAUTIFUL. It is going to promote 
money-making floor refinishing 
business for you. Tell everybody 
that your store is the Floor Refinishing 
Headquarters. Send for your 
Behr-Manning Display Kit, which 
includes an easel mounted 
reproduction of this traffic-stopping 


advertisement. 
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Renting a floor sander is only the beginning! You start ringing up sales on 




















sandpaper, cleaners, steel wool, shellacs, waxes, polishers. Sales just pyramid with the 
rental of a floor sander — and they make loyal customers. People appreciate 
how-to-do-it help and they will show it by buying all their materials from you. A few 


minutes, a Behr-Manning Floor Refinishing Folder and you have made a happy 


customer — and a long profit. 
To make your customers stop, look, and buy — simply get across the idea that you 


are the Floor Refinishing Headquarters and that you are ready to help them to make their 


old wood floors like new. It’s easy. 











Prominently display your floor sanding rental machines 
offer FREE step-by-step illustrated instruction folders (supplied by Yow cap 


Behr-Manning) . . . and you will automatically create Nake olid fipirp 
o ? La A > # ae : ; 


all this profitable business from old customers, and attract new 
customers. When you rent a floor sander and polisher, you not only make 
a good profit but you offer that extra service so much appreciated 

by the do-it-yourself trade. Your help makes it so easy for your rental 


customers to do a beautiful professional floor refinishing job on 





their floors that they will confidently follow your recommendations 
on the necessary floor finishing materials — making 


more sales for you. 











How to get into “5 business 


that attracts customers 


and rings up SALES... 
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Easy instructions INS 
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Floor Refinish Q \r\ 
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Let people know that you have Floor Sanding Equipment 


A for rent 


professional results at 2/3 the usual cost . . . that you are Headquarters 





that you offer how-to-do-it instructions that produce 


for all the necessary floor refinishing materials as well. You can make 
a simple but powerful traffic-stopper in your window with your regular merchandise. 
Ask your Behr-Manning representative or write direct for 


display cards and instruction folders. 


BEHR-MANNING CO. 


TROY, NEW YORK 
A DIVISION OF NORTON COMPANY 





ABRASIVE ;” 
BEHR-MANNING PRODUCTS: Coated Abrasives - Sharpening Stones - Pressure-Sensitive Tapes 
NORTON PRODUCTS: Abrasives - Grinding Wheels - Grinding Machines - Refractories + Electrochemicals 
in Canada: Behr -Manning (Canada) Ltd., Brantford. For Export: Norton Behr-Manning Overseas Inc., Troy, N.Y, U.S.A. 
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Marlin’s new 4-power Micro-Vue Scope Compare it with scopes selling at more 
1S a real buy at the regular price of $14.95 ‘ wice the - eme “c— 
' gt price of $14.9: than twice the price. And remember MARLIN GOLDEN 99-4: America’s finest wort. 
O¢ ' ; , 22.with 2$-shos full tubular magazme. Priced 
but you save $4.95 when you buy it in when you buy this scope with a Marlin Sa495"* ww ape on $09.90 vahes}—under 
" Marten Pay-\ ater Plan, only $8.95 down plus casy 
combination with one of the great Marlin 22, you pay only $10.00 a saving monthly payments 
.22 rifles shown here! of 4! 
Ask your Marlin dealer to show you With Marlin’s convenient Pay-Later MARLIN “CROWN PRINCE™. Singie-chot bolt- 
. ° "™ epecel « . ren 
these and other Marlin rifles, each with Plan, you can own any Marlin rifle or qasaey eae TENSE"? Gn SORSD eones—enaer 
. . ductory orwe $79 O5** (a2 $99 95 valee)—under 
‘ 3 ; 4 3.68 down 
Marlin’s exclusive Micro-Groove* Ri- shotgun for just a few dollars down. Ask coat on nai 
fling that gives you a 20-25°% accuracy your dealer for details—start shooting 
, 3 - as m 20 MARLIN MODEL &88-D1L- Perfect for clicking, 
bonus. See the Micro-Vue Scope, too. the gun of your dreams” right now! emaiiquee tasting or thinning out fam gous 
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MARLIN MODEL 8)-D1- 1 \.shot twbetar mage 

nee, Gehoe evice sock. dime comes, $46.95°° 

Marthe Pay-\ ater Plan 

S$ Casy Monthly pey mens 

32 . 

MARLIN MODE & ¢ a whot, almost as 

fast as vo ec pe ~“ ese Reon sive how t 

NOTE GAS LEAKAGE ahead of this 30°30 bullet NO GAS LEAKAGE ahead of thes %0-§ bullet from automain vate cwectson 5 “* wath xope (a 

“ae jer Marten P ~ » 

fired from rifle with ordinary rifling. Leakage may Marlen rifle with Micro-Groove Riffrng—the exclu- << a ~ — ’ 

reduce muzzie velocity and even cause te flip sive Marlin multi-groove rifling process that reduces 














destroying accuracy. Deep grooves may distort and gas leakage and bullet distortion, gives better acce- Fre Se eee ce eae eee ee ae eee oe oe 
“unbalance” bullet. Photos are unretouched racy im any caliber, makes cleanmg casier oe | 
: Bo Martin Pircarens Company, P.O. Box 995, New York 17.N. Y¥ 5 
a oupon ow: ne \ atalog compete ome of Marke vies 
as This coupon ell bring you Marhn’s Record Boot —pius sample twhe of Marke &L R. the “mir 
latest color-dlustrated catalog. plus sam- | acte powder ‘Rat prevents act | emctose lS¢ to cover ' 
ple tube of “miracle powder” Martin g === | 
RusTorrean to protect your stored fire- t , 
arms—abo i6-page Game & Target ' Name Age 
Record Boot for your shooting records. 5 
Enctose 2S¢ tocover handhing and postage. i +’ 
Mi 1; 
scro-Groove FRitling a a ES ' 
i ght ger wert be Bachar Setiec! ' chenge wfhoe! robes L 







SPREADS and PAGES IN 
* Outdoor Life + Field & Stream + Argosy Boys’ Life 


- American Rifleman « Guns Magazine « Fur-Fish-Game 
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The Toy of the Year ... A SENSATIONAL VALUE! 


LAY DRILL 


DADDY'S 
yest UKE SAFE FOR ME! 


with WORK BENCH and 


G&G PLAY TOOLS 


that slip into chuck and ACTUALLY WORK 
























U.S. Pat. No. 
2,829,285 


<= 








SCREWDRIVER 


BUFFER | | LS 
“ GRINDS THE 
FLINT AXE- POLISHES 


SOCKET WRENCH S THROWS OFF 
HARMLESS 
SPARKS 


REAL BATTERY MOTOR 


Powered by 2 standard “C” flashlight batteries (not incl.) 








seeee amen 0 cada Drill is 6 long, proportioned like a real power tool, 
UP AND DOWN THROUGH with handfe especially shaped to fit a child’s hand. 
THE WORK BENCH ONLY P . . 
Drill, tools and bench are high strength plastic. 
Bright red and silver solors. 


COMPLETELY SAFE! 


Motor drives tools at full speed but low power for 
SAFETY; stops when pressed against skin. 


NATIONALLY COMMENDED 


by Parents’ Magazine, and received the “TOP 10 TOY” 
award from Science and Mechanics Magazine. 





KENNER PRODUCTS COMPANY 


912 Sycamore, Cincinnati 2, Ohio, CHerry 1-7511 $2.00. Packed 1 doz. to ship 
ping case, wt. 8 Ibs. 


No. 245 PLAY DRILL, LIST 
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Build the Way 


BRIDGES and TURNPIKES 
are Actually Built 


NOW! DESIGN and BUILD UNLIMITED VARIETY of 
REALISTIC BRIDGES and TURNPIKES 


Girders, Braces and Roadways snap together without tools—interlock 
to form rigid structure. All high strength plastic. Builds (““H-O” Gauge) 
Suspension Bridges, Railroad Bridges, Highway Bridges, Elevated High- 
ways, Interchanges, Cloverleafs, Approaches, and many, many more 
bridge and turnpike features. 





No. 5 > Barna cick ae tae No. 4: STARTER SET. Con- 
tains 330 with PLA tains 214 PIECES with a big 
rengy Be gy dogg aye. pe planning folder and illustrated 
structures, Packed 1/4 pond on instruction sheet. Packed 


hpg. case, wt. 15 doz. to shpg. case, 
ibs List... 99-00 we 14 tbs, LIST. PS*OO 


Builds the way REAi 


MODERN BUILDINGS 


are built! 


3 BIG SETS: Design and build UN- 
LIMITED VARIETY of MODERN 
BUILDINGS (‘‘H.O.”’ scale) each 
with different framework and panel 
arrangement. All high strength plastic. 
Set No. 3: Shpg. wrt. 15 Ibs. '4 doz. 
to case, LIS $6.00 
Set No. 14 Ibs. 4. doz. 
to case. list. 


Set No. 1: Shpg. wt. 10%  ommyd ly 
doz. to case. LIST -- $2.50 


; te Sie os = he Masonit 
KENNER PRODUCTS COMPANY i 


f 
prefah mek _ hen build On the 


d 
912 Sycamore, Cincinnati 2, Ohio, CHerry 1-7511 roof PANELS 
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ANNOUNCING THE 


If you've owned a power mower 
before, you know how long most 
of them last. Two years—three 
years—maybe four years . . . and 
your investment is down the drain. 
But not the 59 Reos . . . we're so 
sure they will last twice as long 
that we'll pay you to help us prove 
it. Here’s why .. . 

They're stronger — with extra-heavy 
gauge steel construction; sturdy 
wobble-free axles . . . and rotary 
models feature the only crankshaft 
that’s warranted against damage! 


They're more efficient. Quiet, rugged 


THE REO RIDER — Newest ond finest of the riding 
rotaries, loaded with features for the utmost in 
power, efficiency and sofety. Cuts 26” swath! 


¢ 


engines handle even the toughest 
jobs. Exclusively designed rotaries 
create a powerful suction that lifts 
the grass up. Clippings are so fine 
they literally disappear. 

They're easicr to start . . . easier to 
run. Start with a flick of the wrist. 
All controls are conveniently lo- 
cated and easy to operate. Trim 
within 4,”. 

They're serviced better. Nationwide 
network of one-stop Reo service 
centers for both motor and mower! 


You can share in a $10,000 jackpot if 
you'll help us prove that these are 


REO POWER-TRIM—Ruggea 
ond efficient king of the self- 
propelled rotories. 21" cyt! 


rotary mower. Priced to sove! 


the finest, most durable mowers on 
the market. Here’s all you do: 
Buy a 1959 Reo. Use it. Exercise 
normal care and maintenance. 
Show us that it’s still in good 
running condition as of June 1, 
1967; and share with other quali- 
fiers in the big Mow-Athon jackpot! 
The money has been set aside. 
You can’t lose; and you'll have en- 
joyed years of smooth mowing . 

at the lowest cost per year of any 
machine you can buy! 

Get the full story on the Reo Mow- 
Athon from your Reo dealer now! 


REO ECONOMY 21—A beautiful 
buy in o full-size, full-power Reo 


REO TRIMALAWN Finest pre- 
cision-bvilt self-propelled reel- 
type mower you can buy today! 


REO ROYALE —Th 
self-propelled re 
thot's offered in 


ANNOUNCING THE REO MO 


Your chance to share $10,000 


Not a contest. Nothing to write or guess. We're so sure 
that the rugged, new 1959 Reo will do a top mowing job for 8 years or more 
that you can share in a $10,000 jackpot just for helping us prove it! 


Features like these make 


Snap-—and it’s adj 
Patented mechanism 
height from 1° to 3° i 
without tools— saves 
bother of removing i 
ual wheels. Cuts 
weeds, mulches leav 
out special attach 
clogging. Clippings 


Ne cfankshaft damage. This 
"59 Reo was dropped on a 
two-by-four oak stake 500 
times, with no damage to the 
crankshaft. Reo's exclusive 
heat-treated Reoflex blade 
absorbs ail the shock. Only 
Reo gives you a warranty 
agaimst crankshaft damage. 








Hard-hitting, 4-color national ads will excite your customers. You'll get giant 4-color blowups for your store. 


HERE'S THE POWER-PACKED 
PROMOTION PACKAGE 
THAT PAYS OFF 
IN YOUR STORE! 


GET UP TO 


MOW-ATHON 


MOW-ATHON 


Brilliant yellow and green Day-Glo window 
banners identify your store as the local MOW- 
ATHON headquarters, pull prospects off the 
street and inte your store. 





KELO “MOW-ATHON” 


with this tine Reo power mower! 


Get your shore of $10,000 just for helping 
us prove a's the ruggedest mower mode! 


~ A 


A MOW-ATHON display tag at- 
tached to every Reo unit gives 
your customer his MOW-ATHON 
entry blank plus his warranty. 
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REO “MOW-ATHON” 


REO DELUXE 21—Top quality 
rotery hos every delvae feotvre 
for reolly professionel mowing. 


V-ATHON™ 
) ee 


? run longer! 


Rugged steel housing carries 
a lifetime guarantee— is spe- 
cially designed to create 
powerful graas-lifting suction 
T Ss right im the 














MOW-ATHON ad mats, mailers, Day-Gio feature 
stickers, TV and radio scripts—colorful Reo Rider 
stuffers and spec sheets . . . to sell the Reo MOW- 
ATHON to YOUR prospects AND SELL YOUR REOS! 
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A revolutionary 
power-mower promotion 
gives your customer a chance 
to share a $10,000 jackpot 
. . - and boosts your 
mower Sales besides! 


Here, at last, is the kind of promotion the power-mower 
field has waited for . . . and needed! 


THE REO MOW-ATHON! 


Here’s a promotion that takes you right out of the price- 
cutting rat race—that puts you up where the discounts are 
big and the profits all yours. 


THE REO MOW-ATHON! 


It’s the most dramatic demonstration of faith a manu- 
facturer ever put behind his product. We are so sure that 
the 1959 Reo will do a top mowing job for 8 years and 


longer, that we’re going to pay your customers to help us 
prove it! 


Your customer buys a ’59 Reo. He uses it. He gives it 
normal care and maintenance. He shows us that it’s still 
in good working condition as of June 1, 1967... and 
he collects his share of the $10,000 Mow-Athon jackpot! 
The money has been set aside, ready for the winners. 


Just think! . . . a share of $10,000 for your customer! It’s a 
selling tool you can’t beat; and it’s being backed up by 
one of the most powerful advertising and promotion pro- 
grams in power-mower history. 


Get out of the discounting doldrums. Talk to your Reo 
Distributor or write: Motor Wheel Corp., Lansing 3, Mich. 


Motor Wheel Corporation, Lansing 3, Michigan 


Makers of Reo Lawn Mowers and Duo-Therm Heating Equipment 


And here’s the line that pays it off ... 





Introducing the finest riding rotary ever built... 














Built to win you the “top of the market’ 

















THE REO RIDER — The top of our line. The top of any 
line. This Reo Rider has been tested under the 
toughest conditions—engineered to last—proved to 
last. It’s going to sell and stay sold because it’s loaded 
down with really professional mowing features! 


Push-button electric starter, 4 '> H.P. rear-mounted 
engine, foot pedal height adjustment, variable speed 
transmission, hand throttle, safety clutch, auto- 

* i aia | motive-type steering linkage, foot brake and many 
more features! 


And get this: it cuts a swath 26” wide through any 
kind of grass at speeds up to 514 miles an hour. 
Four forward speeds plus reverse. Trims to 3, 
inch! Cuts weeds 4 ft. high! It’s 55” long, 28” wide 
and 28” high. Approx. shpg. wt. is 317 lbs. With 
optional trailer units, cuts 60-inch swath—mows 
an acre in iess than 20 minutes! 


Plus 7 more 59 REO Models 


to help you cash in on the 
REO “MOW-ATHON” 





REO POWER-TRIM— Powerful, rugged, effi- 
cient . . . the king of the self-propelled 
rotaries. Exclusive gas tank handle. Finger- 





tip height adjustment. Front wheel drive REO ECONOMY 21—Beautiful buy for 
with traction tread tires. Full 21” cut. those customers who want to spend a 
Famous Reo 4 -<ycle engine. Approx. shpg. little less but still demand a genuine, full- 
wt.: 86 Ibs. . size, full-power Reo rotary. Handle- 


mounted gas tank. Handy All-In-One con- 
trol. Adjustable handle. 21” cut. Reo 
4-cycle engine. Approx. shpg. wt.: 59 lbs. 
Deluxe model wiih quick height adjust- 
ment also available. 





REO ROYALE—America’s most popular 
self-propelled reel-type mower. Perfectly 
balanced 5-blade reel of manganese alloy 
steel. 21” cut. Reo 4-cycle engine. Approx. 
shpg. wt.: 83 Ibs. Other Reo reel-type 
REO BUDGET SPECIAL—The absolute tops mowers are precision TRIMALAWN and 
in rotary mower value. Features rugged RIDE-A-LAWN models; both 25” cuts. 
Reo performance at a price your cus- 

tomers will love. 21” cut. Reo 2-cycle, 

heavy duty engine. Automatic rewind 

starter. Approx. shpg. wt.: 54 Ibs. 





We'd like to tell you more 
SEE US AT 


THE NATIONAL HARDWARE 
SHOW MOTOR WHEEL CORPORATION 


LANSING 3, MICHIGAN 
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Try this EASY way to make $1000 





it’s so simple with the | AMERICAN 


FLOOR SANDERS" 
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Sander Rental PROFIT-PACKAGE 


First in 


Floor Machines 


Your customer calls for it, takes it home and delivers it back to your store 
for you. 


Our recognized how-to booklet shows and tells your customer how to use the 
American Sander to obtain a professional job of floor refinishing. All you do is 
collect the sander rental fee and sell your customer the many tie-in items that 
go with this profit package. 


Feature editorial articles in National Publications encourage your customers to 
refinish their floors. And our exclusive sales promotion material clinches the 
sale for you at the point of purchase. 


We know you are going to make $1000 or more net profit and our easy to use 
rental record pads record each transaction for you—so you know it, too! 


Do-it-yourself is growing. So be sure you are ready with the most profitable 
rental tools you can stock. Write us today for details. 








MAIL A POSTCARD TODAY 


— 


Send now and get this val- 
uable book free—no obliga- 
tion! It tellsand shows how 
to sell more of everything 
in your store! And how to 
make $1,000 Extra Net 


MERICAN 


FLOOR MACHINE CO. 


ESTABLISHED 1903 











) Profit year after year! 





a division of American-Lincoln Corporation 
522 So. St. Clair St. ¢ Toledo 3, Ohio 









HARDWARE AGE, SEPTEMBER 25, 1958 41 










General Electric Portable 


THE MOST CONCENTRATED MAGAZINE 











September through November 


FULL PAGES IN EVERY SINGLE 
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A WHOLE NEW WORLD 
OF COOKING OPENS 





For nine consecutive weeks—during your peak selling 
season— General Electric Portable Appliances will be 


> SOLD AND SOLD AND SOLD | 


iesten th mio to an audience of : 


over 80 MILLION people! 
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There's always a {21% in General Electric! 
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Appliances Announce... 


CAMPAIGN IN APPLIANCE HISTORY! 
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Special Christmas gift campaign! 
Two-page full-color spreads in: Life « Parade « Holiday « This Week 


Family Weekly * House & Garden + Chicago Sunday Tribune 
House Beautiful » New York Sunday News + Philadelphia Sunday 
Inquirer + Better Homes & Gardens « Saturday Evening Post 











General Electric Company, Portable Appliance Dept., Bridgeport 2, Conn. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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ANNOUNCING NEW FREE DISPLAYS 


Make $34.88 profit 


from ChromeKING display 
assortment of New Tynex* Nylon 
Varnish Brushes 


Smart-looking chrome, finish provides quality setting for 
quality brushes. Attracttve new modern design of this compact, 
sturdy metal rack is certain to sell more brushes. Size 16144" by 
1144” by 11144”. ChromeKING assortment No. 16 totals 5 doz. 
new No. 1135 Tynex* Nylon Varnish Brushes. | doz. each 
from 1” to 3”. 


ChromeKING display rack 
($7.50 value) 


Retail value of assortment. $87.20 
Dealer Cost 52.32 


PRT os bande 006000008 $34.88 


*Tynex its a DuPont trademark 
nae ne Hee eee eea eee ae ae ee ee ee a 


PAINT nt ee? : 
we today: Net $69.01 easy profit 
Petree > ubderse’ 

EAS - 


Sees) | SOURS tor on Rubberset Golden V 


RESULTS 


<UARANTEED! 


A glistening new brass-finished concept in brush displays. 
Swept-back display wings allow you to show more... . sell 
more. Size 2014” by 1314” by 11”. Golden V assortment No. 17 
contains 6144 doz. No. 132 Varnish and No. 216 Wall brushes. 
A dozen each 1” to 3” varnish brushes and 6 each of 3” to 4” 
wall brushes. 


Golden V display rack 
($12.00 value) 


Retail value of assortment. $172.53 
Dealer cost 103.52 


PRR Sorc ctccsceseer $69.01 





PAINT BRUSHES & A 
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pee ered | New Rubberset floor display 
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... truly a Painters’ Paradise 


2 
* *%) 


: i 


An extremely functional, sturdy unit that will become an 
attractive and valuable permanent fixture in your store. Size 
69” by 38” by 20”. Worth $75, it can be yours FREE! See your 
Rubberset representative for details. 

The Painters’ Paradise will build countless bonus sales for you! 
It displays a wide assortment of quality Rubberset brushes and 
rollers, plus sundry paint items which are natural sellers with 
brushes and paint. This unit can be used as an island or aisle 
display. The top section, 30” by 38”, is hardwood framed 
perforated board that displays on both sides, holding 20 to 40 
brushes. (Top section is available separately on a special deal.) 
The Painters’ Paradise bottom section contains three 20” by 
38” hardwood shelves to hold boxed roller combinations, roller 
trays, and sundry products. Ask your Rubberset salesman for 
full details about your free Painters’ Paradise display! 
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with 3 great profit-making deals from Rubberset 





PLUS THESE ADDITIONAL RUBBERSET PROFIT-MAKERS 





Colorful, Fast-Selling 
Chippendale Line 













Here’s a line of smartly styled 
brushes for fine finishing of 
furniture, cabinets, trim. 
Genuine bristle and ox hair 
at popular prices—82c to 
$2.93. Boxed display assort- 
ment includes 48 brushes— 


77 


- 2. 


Retail Value . . $74.67 
Dealer Cost... .44.80 
Your Profit $29.87 


Iinspecto-Pak Brushes 








Speed More 
Self-Service Sales! 


Rubberset’s exclusive, color- 
ful Inspecto-Pak promotes 
fast, easy identification. Pro- 
tects brush. Permits easy 
inspection. Sells the quality 
brush to the customer for 
each job. Full guarantee. 
Good Housekeeping seal and 
Life sticker build customer 
confidence . . . sell brushes 
for you. 


Fast-Acting Rubberset 
All-Purpose Brush Cleaner 


pRubber ak 
tin RE LA es 


\\\ RESTORER 








Exceptional cleaning action. 
Brings dirtiest, stiffest bristles 
back to life fast. Won't mat 
—leaves no sticky residue. A 
proven fast seller! 
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to stimulate sales for you! 








\ M 
New Go mafic Roller Line 


Smoother action, greater 
strength, longer life with im- 
proved “birdcage” construc- 
tion. End caps are all white, 
unadulterated nylon. Will 
not become brittle; will not 
crack or break. 7” and 9” 
chassis, Standard and De- 
luxe models. Mohair, Dynel 
and wool covers. Also 3’ 
““Flo-Pal” roller for hard-to- 
get-at places—a quality line 
at competitive prices. 


“‘Twista-Band’’... Another Rubberset 


Exclusive 
Sales Feature 


New “Twista-Band” keeps 
individual brush wrappers 
tightly secured to protect 
brushes. Prevents wrappers 
from jiggling or jarring loose 
to damage or misshape brush 
bristles. Keeps brushes free 
from dirt and dust. ““Twista- 
Band,” a plastic tape, is 
another Rubberset first! 


re 


Rubberset products are backed by powerful national advertising 
that reaches and helps presell your customers. All Rubberset 
packages carry the important confidence building endorsement 
of the Good Housekeeping seal. A powerful Rubberset “extra” 


Many paint brushes are set in rubber 
—but only the best are 


ubberset™ 


THE RUBBERSET COMPANY, 900 Passaic Ave., East Newark, N. J. 
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ON EVERY SALE 


with Alcoa Aluminum Nails in new 89° household packs! 


Now Alcoa® Aluminum Nails in handy house- 
hold packs sell at the new low price of 89¢—and 
yield dealers a whopping profit margin of 40 per 
cent! Ten types of most-used nails are presorted 
and precounted—no handling problems—and 
packed for sure-fire sales appeal in “see-through” 
boxes to show contents. You'll like the way they 
move and your customers will like all their ad- 
vantages: * Nonstaining « Noncorroding + No 
Puttying or Countersinking. 


IN 50-LB BULK CARTONS AND HANDY JOB PACKS, T00! 


Builders and contractors can end unsightly 
“nailpox” with Alcoa Aluminum Nails. Meet 


46 


their requirements with 50-lb bulk cartons, or 
stock the handy “Job Packs” with the 10 most 
common nail types in a full range of sizes. 


ALCOA NAILS MEAN EASY SALES—ORDER NOW! In 89¢ house- 
hold packs shipped in compact display cartons, 
in handy job boxes or 50-lb bulk cartons. Alcoa 
Aluminum Nails move fast and swell your 
profits. They’re presold through hard-hitting 
sales messages in The American Home magazine 
and on TV’s famous Alcoa Theatre to a market 
of millions. Write for the name of your nearest 
nail jobber, or call your nearest local Alcoa sales Pha 
office. Aluminum Company of America, 1958-J fic tertainment 
Alcoa Building, Pittsburgh i9, Pa. Alternate Monday Evenings 


ALU AAINUAA © 
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Are you looking for a bigger opportunity . . . more finan- 
cial security better living for yourself and your 
family? Then you should know these advantages of oper- 
ating under a Western Auto Associate Store franchise: 


A INE 


e Fast turnover. You stock a wide variety of popular, 
nationally-advertised merchandise—over 12,000 items peo- 
ple buy every day. And because Western Auto helps you 
select and maintain a balanced stock of sales-proven mer- 
chandise, you turn inventory dollars into profit dollars 
faster. 


e Huge purchasing power and centralized buying means big 
savings that are passed along to you. You are free to con- 
centrate on selling and day-to-day operation of your store. 


ag oe 2 EE 


e 16 Western Auto warehouses, conveniently located, offer 
weekly truck delivery in most areas to assure you of fast 


lem 
ulo 


SUPPLY COMPANY 
2107 Grand, Kansas City, Missouri 
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More Men Make More Money 
With A Western Auto Franchise 


. . . than with any similar associate store operation. You can, too. . . here’s why: 









Here’s one of many successful Western Auto Associate 
Stores doing $100,000 in volume. If you would like to oper- 
ate a profitable business like this, it will pay you to read 
the facts on this page. 








efficient handling of your orders and merchandise ship- 
ments. 


e A large staff of skilled experts is always “on call” to 
help you with every phase of store operation, including 
advertising, display and sales promotion. 


e No experience necessary — Western Auto trains you. If 
you are willing to follow a tested, proved plan now work- 
ing successfully for over 3,600 Western Auto dealers, you 
can look forward to a successful future and good income 
as the owner of your own Western Auto Associate Store. 


Good locations now open. Mail 
coupon today for free booklet, 
“Doorway To Opportunity.” 
No obligation. 








Western Auto Supply Co., 


Dept. HA25, 
2107 Grand, Kansas City, Mo. 
Rush me today your free illus- 


trated booklet, “Doorway To Opportunity,” which 
gives me all the facts about today’s exciting oppor- 
tunities as a Western Auto Associate Store owner. 


Name 
Address 


City State_ 
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AUTOYRE ADDS A 


AUTOYRE OO 
MATCHING BATHROOM ACCESSORIES 


BRILLIANT CADMIUM FINISH /,:i "OMe i BA 


Sales figures prove that year ecumens 
after year Autoyre’s famous aan " pee = 7 ler “ 


show’n’sell display panels MATCHING BAT 
have attracted more 
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Now, help yourself to another merchandising 
first from the sales leader in bathwares... 


new! 

DISPLAY PANEL 
and self-service 
MERCHANDISER 
..all-in-one! 


ere’s a complete array of handsome 2-in-] ...and they're versatile too! 
H panels featuring both “‘self-service’’ items 
and one permanently attached accessory of each ON THE COUNTER 
number for non-stop selling. They not only attract with bins 

your customers, but wait on them for you with a 

complete assortment of sparkling, famous brand BACK TO BACK 

name bathwares. Each display encourages bigger 

unit sales, add-on sales all along the line. There’s 

a help-yourself unit for every bath accessory price 

class, every style, every need... 
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Ask your jobber today for all the facts about these 
new minimum-space, traffic stopping displays with 
fast moving Autoyre assortments. 


9 flag ‘em down merchandisers that never stop 
selling ‘round the clock...that increase your 
profit per foot all year ’round. 


Designed to make = 
the passer buy NOW Val BATHWARES 
® 


©1958 THE AUTOYRE COMPANY, 1949 N. Cicero Avenue, Chicago 39, Ill. + A Subsidiary of Ekco Products Company 
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BUILD BIGGER 
AMMUNITION SALES 


ON. Friese 
TOUR CORNER STONES 
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WINCHESTER-WESTERN DIVISION + OLIN MATHIESON CHEMICAL CORPORATION + NEW HAVEN 4, CONN. 
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An important 
message from 
RUE TEMPER. 





To make 
real money in 
E-\Zame-lalemet-tge(-1a mm cele) (- same 


The best sellers in all stores regard/ess of size or location 


Copyright 1958, True Temper Corp 
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Your /RUE JEMPER 
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Lawn & Garden 
Tool Department 
can |look like this... 
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It’s simple and inexpensive to install . . . mostly pegboard. 
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The setup you see here is 100°; wall hung. A popular variation 
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is to use a gondola display for small tools opposite the wall dis- 
play. (We'll gladly send you the Display Helper booklet, 


a 
ae) ae ee oe a 


with detailed suggestions. ) 

The main point is this: most of the lawn and garden business 
is done with these 45 tools. If you don’t have them, you’re 
missing sales and profits. This display shows you how easy it 
is to carry True Temper’s Basic-Basic 45. Examine your stock, 
then check the list at right. 


...and look at those 
new finishes for 59/ 


Brand-new muirror-maroon finish on ferrules dresses True 
‘Temper’s Finest Quality line. This new process gives even more 
beauty and distinction to the best tools sold. More than ever, 
True Temper tools are obviously the finest on the market. 

And—for the first time—True Temper’s Briar Edge tools 
have famous fire-hardened handles. They’re greater values than 
ever with new eye appeal, more buy appeal! With True Temper 
you sell the best tools—and the best values. 
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USE THIS CHECK LIST NOW 


These are the proved best sellers in all stores regardless 


of size or location. They are “never-never-out’’ items. 





THE 45 BEST-SELLING GARDEN TOOLS 
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*-* ~~ > eee ee GC20 Regular Trowel GC24 3-Prong Weeding Hoe 
— _* SHORT-HANDLE GC21_—s Transplanting Trowel GC25 2-Prong Weeding Hoe 
oe GARDEN TOOLS GC22 Hand Cultivator GC26 Hand Rake 
vee ‘eee GC23 Digging Fork F88 V-Blade Weeder 
* fe ee 8 86 8 @.8 8-2: 6 — 
pe aragnic Fe LAWN RAKES $L22_ Spring-Braced FBR22 Fan Shape, Sweep Type 
Re! DL22 Dynamic 
a 








B15 Bow Type PB14_ = Level Head, Low Priced 


GARDEN RAKES T14 Level Head 
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EDGERS O40F Round Blade RE2 Rotary 2-Wheel 
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CULTIVATORS, $C4 4-Tine Cultivator DW Dandelion Digger, 
WEEDING TOOLS FW3 = 3-Tine Cultivator Weeder, V-Blade 
















GO6'%4 Standard Garden W7H Heart Shape 
HOES PG6'% ~Low-Priced Garden 2PF 2-Prong Weeding 
LYS Floral Hoe 2P 2-Prong, Low Priced 













DLR “Dynalite” Shovel HGL Garden Shovel, 
SHOVELS, SPADES sD “Dynalite” Spade Small Blade 

















SPADING FORKS MSD Medium Weight POLD Low Priced 











POST HOLE DIGGER 35 Standard Pattern for All Types of Soil 












TD “Dynamic” L6 Smaller Size, 


HEDGE SHEARS 20F “Flint Edge” 62” Blades 


















GRASS SHEARS 





Unique Slicing Action 66 Low Priced 











PRUNING SHEARS 250 De luxe, Anvil Type D150 All-Purpose 



















LOPPING SHEARS 103 Home and Garden 122 Low Priced 
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GRASS AND WEED 29 Grass Cutter 4 Grass Hook 
CUTTERS, HOOKS 26 Weed Cutter A Grass Hook 















GARDEN TOOL SET 


Set of Junior-Size Tools: Rake, Hoe, Shovel 














This list of 45 basic-basic tools is the heart of True Temper’s Jn-Stock Planner 
sheets that provide a simplified, dealer-tested system for planning your stock 






of lawn and garden tools. The Planner sheets also show the 37 high-volume 
basic-optional tools that you will want for an expanded garden tool offering, 
or that may be needed because of your store’s size or location. Don’t miss 
this important sales help. It’s free from True Temper. 














TRUE TEMPER’S 





gives you 


a Garden Tool Department that’s been 


proved more profitable 





You'll do the bulk cf your lawn and garden 
tool business with these 45 basic-basic tools. 
You can’t be getting your share of the 
business if you don’t carry this basic-basic, 
never-never-out stock. Other items, deter- 
mined by regional preferences or size of your 
store, should be carried only in addition to 
this bedrock, bread-and-butter 45. 


This list was developed by True Temper 
from sales experience with over 2,300 dif- 
ferent steel goods items, shears, grass and 
weed tools, shovels and spades. It was thor- 
oughly checked for balance by leading hard- 
ware merchandising consultants. It’s been 
proved that these 45 tools are the best sellers 
in all stores, regardless of size or location. 


Here’s what a JRUE TEMPER doll l 
Garden Tool Department 
will do for you... 


* Concentrates on your high-volume items (most of the business is done with these 45 tools 


* Your buying is easy and accurate (saves you time, eliminates guesswork) 


* Your inventory investment is reduced (no duds or slow-movers) 


* Your carry-over is reduced (you don’t buy slow-sellers in the first place 


* Your turnover is increased (you stock the tools you need, when your customers need them) 


It all adds up to the easiest way in the world to simplify your 
operation, save your time, increase your sales, up your prof- 
its. With a True Temper Basic-Basic 45 lawn and garden 
tool department, you just can’t miss having a good, profit- 
able season in ’59. Turn back this page for more details. 








The /JRUE JEMPER line 


gives you these 





unique advantages 


Not only the Basic-Basic 45, but basic- 
optional items to satisfy regional require- 
ments. Complete catalog includes all ‘True 
Temper lawn, garden and agricultural 


tools; shovels, spades and scoops; shears 
and pruning tools; grass and weed tools; 
repair handles—all available to you from 
your dependable True Temper wholesaler. 
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TRUE 


FINE 





JEMPER 





Liga [Comet] 











- 4 BEST BETTER GOOD 
* Finest Quality in every re- Briar Edge offers quality Comet is good, serviceable 
Ae spect. Tough, forged-steel features at a lower price. quality, excellent for spe- 
heads, select fire-hardened Now with fire-hardened cial promotions or to meet 
handles, beautiful finish. handles and new bluetrim. a competitive situation. 
ry 
ae +h 
cn * Quality, finish and trim are Survey after survey proves that 
— be matched in each True Temper consumers know, trust, and pre- 
SS Ae grade. Customers respond. fer to buy True Temper tools. 
Made oy PERSE 





SUPPORT 


True Temper tools are advertised regu- 


American Home. 
larly in Life, Saturday Evening Post, 


Better Homes & Gar- 
dens, and many 


other great magazines. 











A After you’ve turned back this 
page to see the True Temper Basic-Basic 45, turn over 


this page and see more True Temper news for °59 





and...more news from TRUETEMPER for ‘59 





- A FAST-TURNOVER 
GARDEN TOOL CENTER 
INQ SQ.FT. © 


























START PLANNING NOW.-FOR '59 PROFITS. 
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Business men have a tool to bolster the finan- 
cial structure of their communities, providing 
the capital needed for expansion and moderniza- 
tion of retail, wholesale, and manufacturing en- 
terprises. 

This tool is the Small Business Investment 
Act. Congress passed the Act near the close of 
the recent session. The tool is available. Now 
it is up to local business men to band together 
to set up a special bank to make loans to their 
fellow business men. 

Here is a brief description of how this aid for 
small business works. Ten or more business men 
can organize a Small Business Investment Co. 
These men provide some of the capital; the rest 
of the capital comes from the Small Business 
Administration. The Small Business Investment 
Co. then makes long term, interest-bearing loans 
to local businesses. 

This tool actually works in two ways to aid 
smaller communities. 

First, it offers a new channel for money <o 
flow to retailers, wholesalers, and manufacturers 




















Hardware Age 
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Here’s how to help your community offer .. . 


Loans to small businessmen 


to help them modernize and expand their busi- 
nesses. 

Second, it offers civic minded businessmen an 
opportunity to help their fellow businessmen. 
Local businessmen, thus, can invest in the future 
of their own communities, and indirectly they 
are using their money to make their own busi- 
nesses more secure. 

All too often savings in a small community flow 
out to established money markets. A local busi- 
nessman, with some surplus personal money, 
invests in the securities of large corporations. 
Through a Small Business Investment Co. local 
businessmen with personal funds available can 
invest in local businesses. 

Interest rates on loans are not established, as 
of this writing, but Small Business Investment 
Co. loans are a for-profit transaction. 

Interest at the dealer level became evident to 
HARDWARE AGE by the volume cf letters asking 
for more details when reports of the Act in Con- 
gress were published (HA Aug. 14, p. 10, and 
Aug. 28, p. 10). 


Here is a complete report, based on a pamphlet issued by the 


Small Business Administration, to guide dealers in setting up 


these loan institutions in their own comnuniitis > 
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Here’s how to help your community offer loans to small businessmen 


How you can form a small business invest- 
ment company: 


To form a SBI company these five require- 
ments must be met: 


(1) The SBI company must be formed to 
finance small business concerns. 


(2) Ten members, or stockholders, is the 
minimum. 


(3) There must be at least $300,000 paid-in 
capital and surplus, half of which may be ob- 
tained from the Small Business Administra- 
tion. 


(4) A charter—or articles of incorporation 
—must be obtained. 


(5) The Small Business Administration must 
grant its approval. 


Here are questions and answers explaining 
these requirements in detail 


Q. What is the purpose of a SBI company? 

A. To help small] businesses raise capital, for 
their improvement and to rejuvenate communi- 
ties. 


Q. How will the SBI company do this? 
A. By making loans directly, or by purchasing 
debentures of the small business company. 


Q. Will the SBI company be government 
owned? 

A. No. It will be owned and operated by pri- 
vate citizens. It will be organized to show a profit, 
and there are tax provisions to encourage this. 


Q. Who may form a SBI company? 

A. Any 10 or more people who can invest, alto- 
gether, $150,000 in the company. These 10 peo- 
ple may be in the same line of business, or may 
even be blood relatives or man and wife. 


Q. Must the 10 people live in the same com- 
munity where the SBI company will function? 

A. No. However, the spirit of the Act intends 
that the stockholders usually live in the com- 
munity, and be community-minded as well as be 
in the best position to judge the needs of small 
business. 





(Continued } 


Q. Must the SBI company be incorporated? 

A. Yes. Normally the SBI charter will be ob- 
tained from officials of the state where the prin- 
cipal office of the SBI company is located. In 
some cases the Small Business Administration 
may grant a charter. 


Q. Under what circumstances may SBA grant 
a charter. 

A. If a SBI company cannot be chartered un- 
der laws of the state, SBA may grant a charter. 
However, SBA’s authority to do this will expire 
June 30, 1961. 


Q. Does a state charter automatically entitle 
a SBI company to operate? 

A. No. The SBI company must have the SBA’s 
approval. 


Q. What must be done to get SBA’s approval! 
to operate? 

A. The articles of incorporation must be sent 
to the Small Business Administration in Wash- 
ington, D. C. 


Q. What else is needed to get SBA’s approva! 
to operate an SBI company? 

A. SBA must check articles of incorporation 
for correct order. SBA must consider the need 
for financing small businesses in the area, and 
the general character of the proposed manage- 
ment of the company. In addition, SBA reviews 
the number and volume of operations of such 
companies previously organized. 


Q. How long is a SBA charter good for? 
A. Thirty years, and it may be renewed for 
additional 30 year periods. 


Q. In what states can SBA issue charters? 

A. The SBA Administrator has yet to decide 
on this. If you’re interested in forming an SBI 
company at once, consult a lawyer or write to the 
SBA Administrator. 


Q. What is meant by paid-in capital? 
A. Paid-in capital is the “risk” capital in- 
vested in the company. 


Q. What is the minimum paid-in capital for 
an SBI company? Where does it come from? 

A. $300,000 is the minimum. It comes from: 
$150,000 from private sources, and $150,000 
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from SBA funds which are covered by subordi- 
nated debentures. 


Q. May more than $150,000 in private funds 
be accepted? 


A. Yes, there is no maximum amount. 


Q. May more than $150,000 be raised through 
the SBA? 


A. No. $150,000—no more or less—is the 
amount available from SBA, but certain loans 
from SBA may be obtained in addition to paid-in 
capital. 


Q. How does an SBI company obtain paid-in 
capital from SBA and private funds? 

A. SBA paid-in capital is gotten through issu- 
ing subordinated debenture bonds. Private funds 
come from issuance of common stock. This com- 
mon stock is just like that of any other company, 
and its owners share in company profits. 


Q. Will capital received from SBA have to be 
repaid at any specific date? 

A. No. These funds are part of paid-in capi- 
tal, and are a claim to the SBI company’s gen- 
eral earning ability. They will not contain a 
pledge of the tangible assets of the company. 


Q. Will the SBI company have to pay interest 
to SBA on capital received in exchange for sub- 


ordinated debentures ? 

A. Yes. These debentures will specify rates 
of interest and payment dates. These rates will 
be established shortly. 


Q. Can the SBI company buy back its subordi- 
nated debentures? 

A. Yes, at any time by paying back paid-in 
capital plus accrued interest. 


Q. Why are the debenture bonds called “sub- 
ordinated debentures’? 

A. Because if the SBI company is liquidated, 
these debentures have a lower claim on assets 
than the claims of certain other obligations. This 
debenture claim falls behind claims of borrowed 
money, promissory notes and other loans, but 
ahead of claims of common stock. 


Q. What interest rate must an SBI company 
pay on loans from SBA? 

A. The rate is not yet fixed, will be deter- 
mined shortly. 


Q. Who controls the operations of an SBI com- 
pany after it has been set up financially? 

A. The SBA will shortly issue general regu- 
lations concerning operations of SBI companies, 
but SBA has no authority to interfere in the 
individual investment decisions of the SBI com- 
pany. 


@. May an SBI company invest in a local small 


business concern simply by purchasing the con- 
cern’s stock? 

A. No. To invest in a small business concern’s 
common stock, the SBI company must first pur- 
chase convertible debentures in the firm. After 
this, the SBI company may exchange the con- 
vertible debentures for common stock. This ex- 
change is based on “sound book value” of the 
stock. 


Q. May a small business concern get other 
loans or issue other obligations after it obtains 
equity capital from an SBI company? 

A. No. The small business concern must agree 
it will not incur any future debt without the 
approval of the SBI company, which has the 
right to finance such new debt. 


Q. How about straight loans to small busi- 
nesses ? 

A. All small business that fits the traditional 
SBA definition of a small business (including 
partnerships and single-proprietorships) are eli- 
gible to get outright loans. 


Q. For what purposes may small business bor- 
row from SBI companies? 

A. For any sound “financing, growth, modern- 
ization, and expansion” purpose. The Act also 
permits loans to be used for working capital. 


Q. What is the maximum SBI company loan 
to a single small business firm? 

A. There is no special maximum, but an SBI 
company cannot tie-up more than 20 percent of 
its own paid-in capital in a single smal! business 
loan (including convertible debentures) without 
SBA approval. 


Q. How about new concerns, can they borrow? 


A. Yes. New concerns may be formed with 
the help of SBI loans. 


Q. What is the interest rate on such loans? 
A. This is not yet specified. It is expected to 
be modest. 


Q. Are there other advantages to the program 
under the Johnson-Patman Act? 

A. There are numerous advantages, such as 
certain tax benefits and financial aid to state and 
local development companies under this Act, 
which are too detailed to cover here. Govern- 
ment pamphiet No. 30306 will answer all of your 
questions. ® End 





Editor’s Note: If you want complete in- 
formation on the Small Investment Act of 
1958 write to the United States Govern- 
ment Printing Office, Washington, D. C.., 
and ask for booklet 30306 “How To Obtain 
Financing Under The Small Business In- 
vestment Act of 1958.” It’s free. 








Merchandise displays 











If you want to increase sales, display more. 


Here’s one way of 


Getting more display area 


trom the same size store 


The dealer who wants to increase his sales will find ways to increase his dis- 
play area. He knows he will sell more if he displays more. 

In small stores, finding ways to increase display area can be a problem. But 
the problem can be solved. 

One Manitowoc, Wis., dealer recently added about 35 percent more display area 
in his 25 x 40 ft store. Richard Schaus, owner of Emil Schaus Hardware, put 
space around center posts to use. He built new fixtures. He used more per- 
forated paneling. 

The store’s three center posts had presented a problem. Space around them 
was going to waste. Mr. Schaus moved his heating ducts into the waste space. 
He put one duct alongside each post. 

Then he enclosed the ducts and the posts with perforated paneling. This en- 
abled him to hang shelving and merchandise around the enclosure. 

To gain flexibility in displays, Mr. Schaus built a display unit on castors. 
The unit. which is wheeled periodically to a different part of the store, has 
four panels 16 in. wide x 5 ft high. 

[Islands with see-through shelving also increased display space. Fluorescent 
lights were installed on the underside of the shelves to make the merchandise 
more visible. 

Perforated paneling was also mounted atop some islands for added display 
area. Other perforated paneling was mounted near the front door for showing 
small items like dog harnesses and chains. 
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This display is mounted on castors so it can be moved 
easily to any part of the store. 








Display mounted on perforated paneling enclosing heat- 
ing duct and store's center post. 





Fluorescent lights on underside of 
see-through shelves light merchan- 
dise on display. 
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water systems 


A display to promote 





Here is a display unit to feature water systems and related merchandise, 


that can be used in water systems department or in feature spot on sales floor 


Water systems and related items sell better 
when displayed together. Water and sump 
pumps, plastic pipe, water softeners, and other 
tie-in items won’t sell up to their potential un- 
der the counter or in the stock room. 

A specialized, portable, and versatile fixture is 
needed for water systems. These lines are bulky, 
often heavy. They can’t be displayed on just any 
counter in your store. Water system displays 
must occasionally be moved about as the store is 
retrimmed for different seasons. And there are 
numerous booklets and brochures used with dis- 
plays. 

The fixture shown here was designed by con- 
sultant James Kiley to increase water system 
sales in a major New England store. It has paid 
for itself many times. It will work in your store 
to increase traffic and sales for water systems 
and sundries. 

This unit holds up to six jet, piston, or sub- 
mersible pumps. It will also hold sump pumps, 
a coil or two of plastic pipe, and many tie-in 
items. This display’s perforated backdrop is 
fitted with holders for brochures and booklets. 

You can build this display for $20 to $30 in 
a full working day. It will serve permanently as 
a salesmaker. 

To build this unit you’ll need: 

@ About 50 running feet of 2x4 in. framing. 

@ About 16 sq ft of perforated paneling, 
mounted on 2x2 in. framing. 





@® About 50 sq ft of °s in. plywood to cover 
base and four sides of riser. 

@® Asphalt, rubber, or plastic tile for 30 sq ft. 

@® Mastic, fasteners, paint, sandpaper, brack- 
ets, and joining and finishing tools. 

@® Electrical outlet and sign. 

Each of the three units—base, riser, perfo- 
rated backboard—should be joined together to be 
easily detachable. This makes the unit flexible. 
Any part of it may be moved to any part of store. 

An electrical outlet is desirable for demonstra- 
tions. 

A l1-in. kick space should be allowed around 
the base. 

Several finish coats of blue semi-gloss enamel 
show water systems to best advantage. 

Tile is preferable to paint on horizontal levels. 
Pumps are heavy and leave their mark when 
moved about. 

The whole point of this display is that it’s a 
constant reminder to your trade that you are 
pump headquarters. 

This display will also raise questions about 
plumbing items, plastic pipe, and numerous lines 
that are accessories to a pump. This unit’s pur- 
pose is to sell water systems, not just pumps 
alone. 

If you’re stuck for space, or have just a few 
models of pumps to show, you can share this 
unit with related lines like water heaters, soften- 
ers, or washers. © End 
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Here is a water systems display unit you can buildin a day, cost under $30. 











J 











9) )>y 


j2 3) 

















ee ee ee 





lo a 4 





SPOOL ELL A yy, 





\ 
AY 
\ ‘ 

‘ * . 
N * > 
\ 
N 


OMOEA EMMEA LM Le iy, 


PUMP 























BZ 
g 
Le 
Yo 


- - 3, 
. 6 6 4a 
* *«¢ > #4 " ’ er 
. *-* Ses 
. . . —— A ‘ ‘ a . 
* « 
a 6 S's. a " 4 
e ° > , . >. > . 
, . « 





















YZ 








Ts 








Wl 





——— 























HARDWARE AGE, SEPTEMBER 25, 1958 















Window displays 
that sell ladders 


East, mid-west, and western dealers receive $100 each in 
5 





American Ladder Institute awards for outstanding displays 


The fourth annual ladder display contest conducted by the American 
Ladder Institute produced these regional winners: 

East, Canby C. Mammele, Inc., Wilmington, Del. 

Mid-west, St. Germain Brothers, Duluth, Minn. 

West, Palm Springs (Calif.) Paint Co. 

Each store received a $100 cash award. The Mammele store also won 
$100 in last year’s competition. 


Western winner is the Palm Springs (Calif.) Paint Co. 
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Eastern winner is Canby C. Mammele Wilmington, 


—_ <a 
SS % re 
aye 








~~) 


so Th st! 
ii i bis ihidh 


ERTES 5: 











: 
: : 


UGH T-@tICsT aloe 


LADDER SALE 


fia-western winner is St. Germain Brothers, Duluth, Minn. 
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How you can build volume witha... 


Locksmith shop on wheels 


Key and lock service is easier and more economical to provide with this rolling 


repair unit which serves also as delivery truck and roving advertisement for store 


Burritt Hardware's lock repair shop on wheels, on the inside. 
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A shop on wheels cuts in half the time re- 
quired for locksmith service calls, acts as a trav- 
eling ad for Burritt’s Hardware, Torrington, 
Conn., and makes routine deliveries. 

“Many times,” explained Chapin Burritt, 
owner of both the rolling shop and the store, it 
had been necessary to make a call to remove a 
lock, return with it to the store for repairs and 
make an additional trip to put back the repaired 
lock. The customer was willing to pay a reason- 
able service charge but the extra trips were 
usually on me.”’ 

Mr. Burritt picked up his knowledge of the 
trade from a retired locksmith about four years 
ago. 

His customers now include the City of Tor- 
rington, auto dealers, lumber yards, contractors, 
even banks. He has worked on a few safes but 
for the most part, it’s a matter of rekeying or 
service repairs. 

Mr. Burritt keeps his key business on the ser- 
vice level because of the benefits to his hardware 
business. When a customer brings in a lock in 
which the key won’t turn, he gives it a touch of 
graphite. When the repair is only a matter of 
a small spring, Mr. Burritt replaces it. In eithe 
case, he makes no charge. 

“Next time they need a wheelbarrow or a 


Chapin Burritt right, takes his lo 
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pound of grass seed, they’ll probably remember 
me,” he says. 

The local automobile club gives a special mono- 
grammed car key to members who bring a new 
member into the club. Mr. Burritt cuts these 
keys free, as a service to his fellow motorists 
and at the same time building store traffic. 

Staying with his claim for service, Mr. Burritt 
makes every effort to repair a lock rather than 
recommend that a customer purchase a new one. 
In only 10 percent of the cases involved, does he 
install new locks. Those installations which re- 
quire carpentry he turns over to two of his cus- 
tomers who are qualified for such work. If a 
job did require a new lock it would, of course, be 
purchased from Burritt’s stock. Mr. Burritt 
averages 15 hours weekly on the road, making 
ealls as far away as 25 miles. 

Besides the distinctive body style of the truck, 
a two-tone color combination of blue and pink 
makes the vehicle attractive. The lettering is in 
white. Mr. Burritt was at first a bit dubious 
about the colors, suggested by his wife. 

“They didn’t seem right for a hardware store,” 
he explained, “but they have been effective. I 
could leave the name off now and people would 
still know it’s Burritt’s Hardware truck.” ® End 


ksmith shop on wheels to a local school to check a lock. 











Power lawn mowers 








Service sells mowers 





You sell power mowers, this dealer says, by 


taking care of customers needs at all times 


You ean sell power mowers, take your full 
mark-up, and do it in competition with other 
outlets. 

This isn’t a selling miracle. Service is the key. 

You jump in with both feet and take care of 
your customer’s needs first, last and always. 

That’s the opinion of Roy Weber, who owns 
Roy’s Hardware Outlet on Winton Road in the 
Finneytown suburb of Cincinnati. With his 
wife, son, two full-time and five part-time em- 
ployees he has increased power mower sales from 
eight units in 1951 to 118 in 1957. 

Mr. Weber gives his customers complete ser- 
vice, including major repairs and minor adjust- 
ments. He accepts trade-ins on mower sales. 

One of his main rules is to completely assemble 
the mower and test it on growing grass next to 
his store before delivering the unit to a customer. 

Another factor in his success is staying open 
until nine each night. He opens his store until 
o p.m. on Sunday. Since mowers are most in 
use on weekends, this means he’s available if 
anything goes wrong. He’s learned that a cus- 
tomer coming in about a repair, he’ll probably 
buy other merchandise. 

When a customer comes to the store for a 
mower, Mr. Weber asks him a lot of questions. 
Mr. Weber wants to know how big the lot is, if 


it’s hilly or flat, who is going to operate the 
mower, what mowers the neighbors use and 
about any special cutting problems. 

Only then, does he show the customer his 
power mower stock lined up on shelves in a spe- 
cial prefabricated steel building purchased in 
1957 for his garden equipment department. 

In the garden equipment building, he will go 
over features explaining each in detail, even down 
to the type of bearings. When the customer 
selects the unit he wants, Mr. Weber assembles 
it and gives it a trial run. 

Even after the final sale, Mr. Weber doesn’t 
forget the customer. Minor adjustments are made 
without charge but, for major repairs, he keeps 
a complete stock of parts. 

“Sometimes, a general mower repair station 
will take as long as a month for a repair,” Mr. 
Weber says. “Nobody wants to wait that long. 
We fix mowers as fast as we can and that keeps 
the customers returning.” 

He estimates that he handled trade-ins of old 
mowers on two out of every three sales in 1957. 
“IT don’t have any trouble selling these mowers 
at a profit. Most of the used reel-type mowers 
are sold to teen-agers who use the motors for 
jitneys or small homemade cars. 

“The demand is high for rotary type mowers so 
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I repair and paint these for re-sale. If my profit 
is cut on the sale of the new mower by taking 
the trade-in, I usually make it up on the sale of 
the reserviced old mower.” 

Sometimes, the trade-in mower can’t be re- 
built. Mr. Weber will junk it, salvaging parts 
for future repair work. 

Mr. Weber has lived in the area for 20 years 
and has become widely known through his com- 
munity activities. He’s a volunteer fireman, 
precinct election official, and notary public. 
Within the past few years, the Finneytown area 
has been the scene of a home building boom with 
several subdivisions. These two factors are other 
reasons for his success. He devotes about cne 
day a week to his community work and, this, 
plus word-of-mouth talk is pulling customers 
from as far as Hamilton, 14 miles away. Yet 
there is a shopping center within one block with 
another hardware store and a chain store plus 
another complete hardware store about two miles 
away. 





Grass plot near the store is used to demon- Roy Weber, right, explains features of a rotary mower to a customer. 
strate mowers under actual operating condi- Two-leve!l display in special garden supplies building is used to show 


tions. Demonstrations clinch many sales. power and hand mowers. 


This firm did not stock power mowers until 
1951. That vear it sold eight units. Power mower 
sales have climbed since then as follows: 17 in 
1952; 44 in 1953; 54 in 1954; 61 in 1955; 80 in 
1956 and 118 in 1957. 

For 1958 the firm’s power mower sales target 
is 1380 to 140 units. 

Mr. Weber says, “If you know what you are 
talking about, it is not difficult to sell power 
mowers. Much of the mower trouble about which 
customers complain comes from their own mis- 
takes. And don’t forget when a customer visits 
your store to make a complaint he will often buy 
other lines you sell.” 

Mr. Weber sums up his growing power mower 
sales, “It is knowing your product, taking care 
of customer service problems, and making sure 
the mower is operating properly when you de- 
liver it to your customer.” 


These are simple keys to making power mower 
profits. Do you use them? °F nd 
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How to 





lose money 


with discounts 


Are you pricing yourself out of business with too many discounts, 


loss leaders, markdowns? Here are facts you can apply to your 


store to figure how many more sales you must make to balance 


off losses through giving discounts and taking markdowns 


How much do you lose each time you single 
out a loss leader for promotion, give a contractor 
a discount for bulk purchases or just give regu- 
lar customers a discount? 

Do you know how many sales it takes to re- 
cover discounts and markdowns? 

Do you really know whether you can afford to 
give the discounts you are allowing? 

Maybe you’re going into the red in spite of big 
doilar volume. Business can be wonderful and 
terrible at the same time. It happens constantly 
to dealers who don’t take the time to figure their 
costs of doing business. 

A lot of dealers are going into the red, though 
dollar sales are excellent, because they are too 
generous with discounts and markdowns. 

How can this be? 

There are dealers who are glad to give an 
extra 5 percent, even 10 percent, discount on 
heavy purchases of plumbing, paint, builders’ 
hardware, and electrical goods to contractors and 
painters. 

There are many dealers who sometimes reck- 
lessly cut prices on items they call “leaders” for 
a sale ad or broadside. 

There are many other dealers who give rebates 
or discounts to industrial and commercial cus- 
tomers in return for planned heavy sales volume. 

It may be necessary for you to sell at a dis- 
count, but don’t do it blindly. Know where you 
are going and exactly what it costs you. 

Frankly, there is a place in legitimate hard- 


ware merchandising for markdowns and dis- 
counts. However, when you cut a price or take 
a discount, know what it costs and plan to make 
up the difference in some other way. 

For example: When you reduce prices on lead- 
ers for a sale, you trade limited profit potential 
for turnover, and hope to make up for the lower 
leader item margin by selling a lot of related and 
impulse merchandise. 

When you have a slow mover to unload, a 
heavy markdown is the only way to move it 
quickly. The quicker you move a slow mover, 
the less it will cost you in the long run. 

Too often discounts or markdowns are taken 
without figuring the profit picture with pencil 
and paper and actually measuring loss or gain. 

Price cuts mean handling a good deal more 
merchandise to get the same profit volume as if 
you sold the goods without a discount. 

Before you give a discount or cut prices for 
your next sale, sharpen your pencil to see if 
you're going to make or lose money. 

Here are some examples to guide your figur- 
ing. 


How to break even on discount sales 


These figures show how difficult it can be to 
make up profit lost through discounts and mark- 
downs. On the basis of a beginning margin of 
profit of 30 percent, a price cut of: 

Five percent means you have to do 14 percent 
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What it takes in added sales volume to get a 





CUT 5% 


/ 
full margin of profit when prices are cut l, 


Note how much faster extra sales pile up as price cuts go 
deeper. When a price cut of 10 percent is given it is neces- 
sary to sell five instead of four times to make the same profit 

















14¢MORE CUT 10% 


more dollar volume, while handling 20 percent 
more merchandise, to break even. 

Ten percent means you have to do 25 percent 
more dollar volume, while handling 50 percent 
more merchandise, to break even. 

Fifteen percent means you have to do 70 per- 
cent more dollar volume, while handling 100 per- 
cent more merchandise, to break even. 

Twenty percent means you have to do 140 per- 
cent more dollar volume, while handling 200 
percent more merchandise, to break even. 


Some examples... 


Supposing you want to cut prices on a regu- 
lar $25 tool kit for a sale. You want to reduce 
the kit to $19.95, to claim a legitimate 20 percent 
price reduction in your ad. 

You own 10 of these kits, and you can buy 
more. They are normally pretty good sellers. 
You figure you can pile up about $200 in sales in 
a hurry by advertising the big reduction in price. 

You probably will sell 10 kits, maybe a few 
more. 

Where’s the profit? When you sell 10 kits at 
$19.95, you cut your margin of profit from one- 
third to about 18 percent. If you sell them all, 
your profit will be $30.80. 

You could have made about as much profit by 
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25% MORE 





CUT 15% 7O0%MORE CUT 20% 


selling three kits at the regular $25 price. Re- 
member, too, that your $30.80 gross profit in- 
cludes the cost of advertising and other buried 
expense. 

There are other examples that show more loss 
than gain by careless discounting of regular 
prices. 

A painter or local manufacturing company 
that wants to buy paint from you, but only if 
the deal includes a 10 percent discount. 

“Good business,” you say, “this deal will be 
worth at least $500 a year in sales to me.” 

Will it? Or, when you examine sales more 
closely, will you find that the actual purchase 
total for the year is under $300 for paint, and 
maybe that figure includes many other items that 
have crept into the discount plan. 

Let’s say that you’ve been giving this account 
a 10 percent discount across the board on paint 
and other purchases. This is 10 percent off of 
$300 worth of total retail sales. 

Now that $300 is $270. Where’s the profit? 
Normally that $300 would have included about 
$100 in gross profit. With the 10 percent dis- 
count, the $100 gross profit is now $70, or just a 
shade above 23 percent instead of your regular 
one-third margin of profit. 

If your cost of doing business (rent, salaries, 






140% MORE 
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How to lose money with discounts 


(Continued ) 


general overhead) is 25 percent, you have lost 
money, not made money. 

The latest NRHA figure on the cost of doing 
business is close to 30 percent of gross retail 
sales. Any time you give discounts that bring 
your gross profit much below 30 percent, you 
must be losing money, unless you’re dealing in 
big-ticket items. 

The only salvation for non-profit loss leaders 
is to make up the difference in tie-in and impulse 
items for a total margin that averages out to a 
profit. 

There are unlimited examples of sale prices 
and discount schemes that are good business, 
and certainly help boost gross profits while main- 
taining a livable net profit. For example: 


@® A low-cost price leader that brings heavy 
traffic to your store. The gamble here is that 
this extra traffic will buy regular items at regu- 
lar prices, on impulse. It’s a good gamble. 


@ A big-ticket price leader that you buy at ex- 
tra discount, and can afford to sell at extra dis- 
count. No big traffic here, but you will get plus 
big-ticket sales at fair margins of profit. 


@® A 5 or 10 percent rebate or discount to con- 
tractors and smal] industry where the merchan- 
dise carries a high enough margin of profit to 
begin with, and where you have a reasonable 
guarantee of more than spotty sales. Many deal- 
ers who give painters or contractors what is 
known as a maintenance price (5 or 10 percent 
off list) have an agreement that the price is 
based on a fixed minimum amount of dollar pur- 
chases. 


@ A discount or general price reduction on slow 
movers when you know that to keep them in 
stock any longer will result in still greater losses 
later. 

Before you cut prices again remember: If you 
cut a retail price by 15 percent on a $100 sale 
you're in trouble. Why? You must then sell $170 
worth of merchandise before you can make a 
profit of $33 which the original $100 sale would 
have given you. 

The higher up the discount scale you go, the 
more difficult it becomes to recoup the margins 
of profit which original list prices would have 
earned you. 

Money in your till is important. But if the 
money doesn’t cover your costs of doing business, 
the more you have the worse off you are, because 
each dollar in the till represents a few more cents 
in the red. © End 
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HOW TO DECIDE WHEN IT 
PAYS TO GIVE A DISCOUNT 


Here are some rules of thumb to help you 
decide whether extra discounts to customers 
are a boon or bane to your sales and profit. 
Learn to use these rules in analyzing future 
good deals: 


(1) Will the discount cut gross profit 
margins under 30 percent? There’s little 
chance of profit in less - than - 30 - percent 
margins, unless you’re dealing in big-ticket 
items. 


(2) Could you sell the merchandise any- 
way, at regular margins in a little longer 
period of time? If so, hold the price line. 


(3) Will you get lots of tie-in sales at 
regular profit margins, if you cut price on 
a leader item? If you will, the discount 
may be a good idea. 


(4) Are you stuck with the item? Give 
the discount now, for it will cost you more 
if you hold onto it. Get your money back 
with tie-ins and impulse-sale displays. 


(5) Are you willing to handle 50 percent 
more merchandise to make up for the profit 
loss you incur when you give a 10 percent 
discount? If not, hold the price line. 







(6) Are your competitors giving dis- 
counts for the same merchandise and ser- 
vices as you? If they are, don’t you meet 
them at a loss just to remain competitive. 
You may both go out of business at the 
same time. 


(7) Will a short margin on a low price 
item bring you a lot of traffic? If it will, 
use the low price and arrange the sale sec- 
tion for heavy impulse sales to make up 
the difference. 


(8) Have you figured the pros and cons 
of a discount with pencil and paper? Never 
give a discount or cut a price until you 
have. 
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Dramatic ‘“X’’ comparison test proves 


new Toro rotaries can outmow ’em ail ! 


MOW DOWN COMPETITION WITH THE 
NEW TORO “WIND TUNNEL” ROTARIES! 


You can build your profits with the new Toro Sportsman* riding unit, 
too — another great addition to the complete Toro line! Read all 
about it— and other important news from Toro on the two inside 
pages and back page. 


*A registered trademark of Toro Manufacturing Corp 





Se/le fst at 


21-INCH SELF-PROPELLED. Positive front-wheel 
gear drive. 3 hp. Complete with bagging attach- 
ment, leaf mulcher. 


i 






TILLER 
SPORTLAWN 25 with Power Handle 
with Power Handle 






Three new ‘“‘wind tunnel’’ Whirlwinds... 
loaded with extra sales features! 


3 313995. 








SPORTLAWN 20 
with Power Handle 


Sells fast at 


$8995 


19-inch hand-propelled. 2 hp. Com- 
plete with bagging attachment, leaf 


mulcher. 
21-inch hand-propelled sells fast at 


$9995' 


22 hp. Complete with bagging at- 


tachment and leaf mulcher. 














OUT-CUT ALL OTHERS— EVEN IN WET GRASS! Full-circle ex- 
panding WIND TUNNEL under the housing creates a super- 


powerful vacuum that “freezes” every blade of grass upright for a 
crisp, clean cut. IT’S A TORO EXCLUSIVE! 


END RAKING AND CLUMPING! Compressed-air stream blows 
clippings, leaves and other vacuumed-up material into bag — or 
leaf mulcher may be used without bag. Prices on all models include 
bagging attachment, leaf mulcher. 


BAGS CLIPPINGS, LEAVES, LITTER! Sell it year ‘round for 3-season 
use! Cleans up the yard in the spring, bags clippings in summer, 
bags or mulches leaves in the fall. THIS IS THE ONLY ROTARY 
MOWER BUILT TO GIVE YOU 3-SEASON PROFITS! 


+Suggested retail prices — slightly higher in Canada. 


Since the latest design and engineering advantages are constantly being adapted to Toro machines. 


specifications and prices may change without notice. 










SPORTLAWN 18 













Sells fast at 


$44950 


complete with 32-inch rotary unit 





At last! The convertible riding unit your 
customers have been waiting for! 


TORO SPORTSMAN packs BIG power in its 5% hp engine — 
plenty of reserve power for cutting, climbing and pulling. Forward 
and reverse with bevel-gear transmission. Crank that dials more 
power into blade as it slows down forward speed for heavy mow- 
ing. Maximum handling ease and safety. 


SELL IT WITH 32-INCH WHIRLWIND UNIT OR 30-INCH REEL! 
Tri-blade rotary Whirlwind takes less power to do more cutting, 
is only 20 inches front-to-back to reduce scalping. Reel unit is 
heavy-duty construction. Units remove easily. 


OTHER WORK-SAVING UNITS AVAILABLE! Sell this rugged Toro 
Sportsman as a year-round maintenance machine with units like a 
2-ft. x 5-ft. dump cart, a 24-inch lawn roller, a 42-inch snow blade. 


+Suggested retail prices — slightly higher in Canada. 





Sportsman with 30-inch reel ($479.95+ complete). Two 
25-inch gang units ($199.95+ as a kit) can be added to Since the latest design and engineering advantages are constantly being adapted to Toro machines, 


give 74-inch over-all cut. specifications and prices may change without notice. 








HOMELAWN 25 
\ with Power Handle and sulky 
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WHIRLWIND 22 
with Power 


PROFESSIONAL 






WHIRLWIND 32 
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COMPLETE LINE 


Toro gives you the right power mower for every cus- 
tomer’s need. America’s most complete line of reel 
and rotary mowers—plus the exclusive Power 
Handle*! 





FULL PRICE RANGE 


Quality machines in every price bracket—from $89.957 
to $479.95. And you make your full profit in every 
price range — on even the lowest cost machines! 


LOCAL PARTS AND SERVICE 


Can you back up the machines you're now selling 
with factory authorized parts and service locally avail- 
able? You can with Toro! That means more satisfied 
customers — and satisfied customers are repeat cus- 
tomers for you. 


PRICED FOR PROFIT 


“Skinny” profit margins add up to a skinny wallet for 
you. Toro gives you a healthy profit, excellent turn- 
over. And, best of all, Toro recognizes the need for 
maintaining recommended list prices in its dealer 
organization to insure a year around profitable return 
for the dealer. 


HEAR ™ the facts on factory program and policy 


SFL — tevolutionary Toro developments shown 
here—the complete Toro line! 


7Ry-— _ the new Toro equipment outdoors. See for 
yourself how it mows the others down! 


JA LK- with factory distributor representatives 


IT’S THE BIGGEST PRIVATE POWER 
MOWER SHOW IN THE INDUSTRY! 


Coming soon! Don’t miss it! 77 cities during October ! 
TORO INTERNATIONAL “DEALER MEETING MONTH”! 


ORDERLY DISTRIBUTION 

Tired of fighting a price war with your neighborhood 
competitor on the same brand of machine? Orderly 
distribution through franchised Toro distributors pre- 
vents competition between Toro dealers and protects 
your profits . . . gives consistent terms and discounts 
to all dealers . . . coordinates dealer co-op advertising 
and merchandising . . . assures service and warranty 
support with local parts and service . . . provides con- 
sistent availability of Toro products in distributor 
inventory. 


NEW DEMONSTRATOR PROGRAM 


Here’s a nationally-advertised demonstration plan that 
has no equal in the power mower industry! Watch 
Toro mow ‘em down! Get on the bandwagon now with 
the special demonstrator models offered by Toro. This 
will be the biggest promotion in power mower history. 
IT’S A TORO EXCLUSIVE! And it’s backed by the 
hardest-hitting, hardest-selling national advertising in 
the business. 

COMPLETE MERCHANDISING 
MATERIAL 


Window displays, in-store displays, wall banners, big 
full-color catalog, special demonstration promotions 
— Toro gives you a merchandising program that works. 
*A registered trademark of Toro Manufacturing Corp. 


tSuggested retail prices — slightly higher in Canada 









AIR MAIL Coupon For Date In Your Are: 


ead enlaces ut: 7 aa al enrlian boraealinalbacsien: ste 


TORO MANUFACTURING CORP. 

3070 Snelling Avenue 

Minneapolis 6, Minn. 

YES! I'd be interested in taking the Toro line if no 
other dealer is covering my sales area. Please let my 


Toro distributor know immediately that I am inter- 
ested in attending his private Power Mower Show. 


STORE NAME 





ADDRESS 





City ZONE STATE 

















Signed 
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Display above gondolas shows bicycles where all customers see them. 


You can sell more bikes 


with a full line display 


Here is how a dealer got space to show a full line, and more than 


doubled sales, with special rack above gondolas on the sales floor 


Floor space can be a big problem 
when you want to display a full 
stock of bicycles inside your store. 

Kenneth Ross wanted to show a 
complete line of bicycles in his 
Ross Hardware store at 6420 E. 
Colfax Ave., in Denver. He believes 
that he must show a complete line 
to meet competition. 

With $25 worth of scrap plywood 
and the help of employees he built 
an elevated 30-ft display platform. 

The platform bridges across the 
top of three 10-ft sections of dis- 
play fixtures on the center aisle of 
the store. The fixture can show 22 


bicycles elevated 5% ft above the 
floor where they are so prominent 
that customers entering the store 
notice them. 

The bridge consists of two 
broad, flat, wooden platforms, 
30x2 ft, one for the front wheel, 
and the other for the rear wheel 
of each bicycle. The bicycles are 
held erect by uprights of % in. 
wooden dowels, 3 ft long, which 
are tied securely in place by drill- 
ing a %-in. hole in the lower front 
row of the display fixture composed 
of three layers of half-inch ply- 
wood. 
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A similar rail, also of three 
layers of plywood, 4 in wide, 
extends the full length of the 
fixture at the top. Bicycle wheels 
inserted between each two dowels, 
which are spaced 3 in. apart, 
ample to hold the bicycles upright. 

To prevent the bicycles from 
rolling off front wheels rests in a 
channel formed by two additional 
plywood wheels spaced 5 in. apart, 
just back of the dowel rail section. 
This provides a slot in which the 
front wheel is firmly locked. 

Strong fluorescent lighting units, 

(Continued on page 83) 
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“The TORO 
/ packs sales 


“If anybody asked me the most important develop- 
ment in power yard machinery in the last 5 years, 
I’d say the Power Handle by Toro. We’ve sold it 
since its introduction about 3 years ago, and this 
year it accounted for almost 55% of our total power 
mower sales—and we sell a lot of power mowers! I 
figure these customers are repeat customers, too. 
They'll be back for more Power Handle implements 
JOHN WITT as time goes on. There’s nothing else like it on the 
market.” 


You're right, John Witt! And you’re not alone. Hundreds of dealers 
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POWER HANDLE unit has 4-cycle 3 hp engine. 22-INCH SELF-PROPELLED ROTARY MOWER 20-INCH REEL MOWER unit is self-propelled, has 
‘“‘Guard-N-Guide” grip shields hands and con- _unit mows grass, weeds, trims close, pulverizes a six-blade reel instead of the usual five. Gives 
trols. Recoil starter. Handle foids for transport. leaves. Separate blade, traction controls. crisp, extra-smooth scissor-cut. 


ys “43 


TILLER unit tills up to a depth of 8 inches with LAWN AERATOR unit lifts plugs of earth from ECONOMY EDGER unit has both edging and 
multiple passes. 15-inch swath. Kit available for turf for more efficient watering, fertilizing. trimming blades. Edging depth of cut adjusts up 
conversion to lawn aerator. to 334 inches. Eliminates hand trimming. 


ine 
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Power Handle. 














across the country have found a gold mine in the Power Handle—a gold 


mine that’s going to keep producing for years and years. 
The Power Handle is simply a lightweight engine and handle unit that 
Switches in seconds from one Toro work unit to another—no tools needed! 


Toro gives you 10 work units to choose from for sales in every season. 
Remember, Toro protects you with orderly distribution through a net- 


says John Witt, V.P., 


| } 7 
v owe r, TO t) @ = Lorrain-Trisket Lawn Mower Shop, 


Cleveland, Ohio 





Builders of the world’s most 


work of franchised distributors. No direct factory sales. No overlapping CO™MPlete line of mowing machinery 


sales territories. No price cutting in season. And Toro backs up quality 
machines with the finest service system in the industry. 


for home and institutional use 


Write to see if a dealership is open in your area! MINNEAPOLIS 6, MINNESOTA 


*A registered trademark of the Toro Manufacturing Corporation 
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25-INCH FRONT-REEL CUTTER is precision- 17-INCH ROTARY SNOW PLOW unit actually 
built to the highest professional standards. 6- throws up to a half-ton of snow a minute off 
blade reel gets under shrubbery, trims close. walks, driveways. Reversible chute. Rugged. 


awe 





PUMP unit pumps out flooded basements, boats, GENERATOR unit will light ten 100 watt bulbs, 
extinguishes fire, waters lawns of lake homes. or maintain freezer during storm power failures. 
Capacity: 134% gals. a minute. Has many everyday uses. 115 v. 
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ESTATE TRIMMER unit does double-duty: with 
trimmer blade—around fences, walls, trees; with 
edger blade (shown)—along walks, curbs. 
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25-INCH REEL MOWER unit is self-propelled. 
Has all the features of 20-inch reel mower 
implement—plus 25% higher mowing capacity. 
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MERCHANDISERS 
The Magque a STQRE DISPLAYS 


CREATED witH KASON HARDWARE 
Mow Dollar Sales por square foot / 


MODERN STORE DISPLAYS at lowest cost 


Wall Displays ¢ Island Displays + Over-Counter Displays 


MODERN DISPLAYS which make profitable use 
of every inch of available selling area, are easily 
constructed at LOWEST COST with the compre- 
hensive line of KASON DISPLAY HARDWARE 
which is presented in 
the newly released, 
64-page Catalog No. 
S-59. 
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aCe. Structural Components for making every type of 

GE thier ~ At : display for every business need are featured in 
the comprehensive line of KASON DISPLAY 
HARDWARE. 


WRITE FOR CATALOG 


KASON HARDWARE CORPORATION 
71 Wallabout St., Brooklyn II, N. Y. 
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Chicago’s Morrison Hotel welcomes:-: 


NATIONAL BUILDERS’ NATIONAL ASSN. OF DOMESTIC & 


HARDWARE CONVENTION FARM PUMP MFRS. MEETING 
Sept. 28-Oct. 1 Oct. 29-30 





& 





Over 1300 Air-Conditioned Rooms in the heart of Chicago's loop 


CLARK & MADISON STREETS * CHICAGO, ILL. 
WM. HENNING RUBIN, Pres. JOHN B. GRANDE, Gen. Mor. 


1867 
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MORRISON HOTEL Paame . ‘ 

. Please make the following reservations: | Me 

i Single Room—One Person..............0 eee ecees $5.00 & Up | a. ; 

| Double Room—Double Bed—Two Persons............ 9.50 & Up R x 

es ee I i nic oo Kk dia bo ok weed 11.00 & Up | a: 

We Will Endeavor to Fill Reservations as Near Rate Requested as Possible. : | 

| . ‘i 

| NAME Ss i 

| Arrival Departure . () ~ Hy 

| | ie ui, 

| STREET Nt oH 

Date Date Hy 

| city ; . : H 
Time Time [= 
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BEST SELLER 
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You can sell more bikes with a full line display 






(Continued from page 79) 


































suspended directly above’ the bicycles shown are trade-ins which peel 0) F TOWER 
bicycle row attract attention to so far have figured in 35 percent 
the display. of all bicycle sales. Mr. Ross - 
i a arechoe iil: free with tool asst. 
Approximately one-third of the doesn’t object to trade-ins. The 


used bicycles repainted and cleaned 


up in the rear room have proven features 
profitable. 17 different 
How bikes are he/d in piace in up- “We can repaint a bicycle at- tools on 
in-the-air display. tractively for less than $1,” Mr. only 14” 
= Ross says. “One of our clerks as- 
signed to marking in merchandise square of 
in the receiving room, carries out floor 
this work as time allows.” space 


Bicycle sales are at least twice 
the volume which was possible 
with a few sample bicycles dis- 
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> 
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es 
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played in the aisle at the rear of 
the store, Mr. Ross says. 

“We have made a few impulse 
sales with this display,” he says. 

“Customers shopping in the store 
for other items have sometimes 
been attracted by the bicycles 
along the rack. And noting the 
prices they decided on the spot to 
buy one.” ® End 








Signs promoting public services show 
customer free pamphlets on gardening 











gs : a : 


<« \ Garden Information 
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This sign, advertising free literature on gardening, is used at Carlisle's Sixteen | 
Acres store in Springtield, Mass. All the pamphlets on display are obtainable 
from the state agricultural department. Customer information for receiving 
individual copies of the pamphlets is given on the wall unit. This simple dis- 
play is a traffic builder and helps answer gardening questions for customers 
and employees. 


ACCLAIMED BY HARDWARE - PAINT - LUMBER - SELF -SERVE STORES 
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HYDE MFG. CO. 


Southbridge, Mass., U. S. A. 


Counterfeit Money... . Watch for 





Here is the latest informa- 
UNITED STATES SECRET SERVICE 


tion on new counterf='+ bills TREASURY DEPARTMENT SERIES 


as reported by the U. S. NEW COUNTERFEIT $10 FEDERAL RESERVE NOTE 


: FEDERAL RESERVE BANK OF CHICAGO, ILLINOIS CHECK LETTER ANO 
secret Service. Train your- FACE PLATE NUMBER: 


self and your sales peop!s 
to study al! bills so they « 
know where to look for the 
identificetion listed below. BACK PLATE NUMBER: 


After a little practice you 














will be able to check bi!'s 
This note is printed on one sheet of cream colored paper. A few of the 

quickly and unobtrusively red fibers are simulated on the face of the note with pen and ink. The 

ere ae b Treasury Seal and seria! numbers are heavily printed in a medium green. 

without offending the cus- The back of the note is printed in an olive green. All of the front steps Appeared: 11-16-57 

tomer. These pages can be are missing from the Treasury Building. Notes of this type should not Chicago, IIl., and Indianapolis, Ind. 
be accepted by persons familiar with U. S. currency. SS No. 1654 


filed for frequent review (Card No. 357) 


of counterfeit bills. 














UNITED STATES SECRET SERVICE 
TREASURY DEPARTMENT SERIES 


NEW COUNTERFEIT $20 FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF CHICAGO, ILLINOIS ri CHECK LETTER ANO 
FACE PLATE NUMBER: 
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SD. 


BACK PLATE NUMBER: 











This note is printed on one sheet of paper that is approximately the same 

thickness as genuine distinctive paper. A few of the red fibers are 

simulated by fine, irregulor lines. There is an excessive amount of 

white in Jackson’s hair to the observer's left and near the top of his 

head. The back of the note is of high contrast due to the absence of Appeared: 1-25-58 
numerous fine detai! lines. Notes of this type should not be accepted by Bartow, Florida 
persons familiar with United States paper currency if they ore given SS No. 1674 

more than a casual glance. (Card No. 361) 














UNITED STATES SECRET SERVICE 
TREASURY DEPARTMENT SERIES 
NEW COUNTERFEIT $10 FEDERAL RESERVE NOTE 


FEDERAL RESERVE BANK OF ATLANTA, GEORGIA CHECK LETTER ANO 


FACE PLATE NUMBER: 


BACK PLATE NUMBER: 








This note is printed on one sheet of good grade bond paper that as a 

cream colored tint. A very few of the red and bive fibers are simulated 

on the surfaces of the note. In some instances the serial numbers do not 

have the proper prefix letter “F” for the Federal Reserve District of 

Atlante. The Treasury Building on the back of the note is very “chalky” 

in appearance due to the absence of numerous fine detail lines. Notes Appeared: 12-24-57 
of this type should not be accepted by persons familiar w.th United Nashville, Tenn. 


States currency. As weg, 
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WINDOW BANNERS. Printed in 4 colors. 


36” long. Lets people know your store is 
the piace to get their new filters. 





ENVELOPE STUFFERS. For 


mailing or counter use. 
Space for your imprint. 
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MOBILE DISPLAY. Takes 
no counter space, hangs 
from ceiling. Reminds 
customers they’ll save by 
changing now to new 
Glasfloss Safety-Grille 





| = tem Cleaning —on laundry 
 —~ * <i lene 


Us Safety wile 
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AD MATS. Two sizes. 
Big display in small 
space for your local 
newspaper ads. 









KEEP 
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THE COMBINED 
NORTH & JUDD 
WILCOX-CRITTENDEN LINE 


Throughout the trade, the North & Judd — Wilcox- 
Crittenden Line of Industrial and Shelf Hardware has 
earned a reputation for being fast-moving. No shelf- 
warmers, no dead items, no items that “bounce”. This 
line helps to keep the average level of stock turnover 
high ... profitable . . . attractive. 


Other advantages offered by the North & Judd—wWilcox- 
Crittenden Line include... 

1. two widely-accepted brand names 

2. a wide range of types and sizes 

3. high product values 

4. quality materials, craftsmanship and finishes 
5. sold through hardware wholesalers 

6. attractive packaging 

7. prompt service... fast delivery 


By doing business with North & Judd, you always know 
where you stand. You can understand and profit by its 
distribution policy. You can depend upon the quality of 
its merchandise and the full cooperation of both whole- 
saler and manufacturer. Ask your Wholesaler to show 
you how concentrating on the North & Judd line will 
pay off in several ways. 











NORTH|2JUDD 
Manufacturing Company 


New Britain Connecticut 


STOCK TURNOVER HIGH 
WITH THIS SHELF 





New York « Boston * Philadelphia « Atlanta ¢ Buffalo 
Detroit « Chicago * Minneapolis « St.Louis ¢ Dailas 
Los Angeles * Sanfrancisco « Seattle « Jackson (Miss.) 
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Dealer loans tools to 


linoleum customers 

An eastern hardware dealer’s 
linoleum department caters to do- 
it-yourselfers and also to those 
who want the job done for them. 

For the do-it-yourself fan the 
firm offers free use of cutters, 
spreaders, knives, rollers, and tile 
cutters. To others it offers instal- 
lation service. 

Many of the linoleum and tile 
customers also want paste and 
tacks to use on their jobs. Many 
customers see other do-it-yourself 
materials unrelated to floor cov- 
erings. 

This dealer’s floors covering de- 
partment features three wall racks 
with a total of 30 rolls of hard 
surface floor covering displayed. 

A large stock of 9 x 12-ft rugs 
is shown along the walls. 

Small pieces of linoleum, includ- 
ing remnants, are featured in the 
center of the department on the 
floor where customers can examine 
them and compare quality and 
color. 


First floor spot display 
shows upstairs specials 

To get more women to visit your 
second floor, displays spot of special 
items priced at $1 in your main 
floor display room. 

Sign those spot displays, and use 
them in different parts of the first 
floor so customers will know that 
the specials are sold on the upper 
floor. 
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“Let's see something in a bit smaller 
mesh." 
















Sell More - Sell Faster 


ALLA 


JACKSON 














ROPE BAR 


— an attractive per- 
manent way to dis- 
play all your rope 
products — Nylon, 
Polyethylene and 
Manila. Increases 
rope sales — cuts 
down selling time. 


TATA 


a 





JUNIOR SPOOLS, 


approximately ten lbs., 
of the wanted synthet- 


CONNECTED COILS 
— PRE-PACKAGED, SELF- 
SERVICE COILS — famous 


ics are available in 


Jackson Super-Tuff, packaged 
popular sizes for a] for faster sales and bigger 
minimum investment. 


profits, available in 50 ft. and 
100 ft. lengths. 








Write today for information and 
prices on these profitable items or 
ask to have our representative call. 








Practical, durable rope — 
NYLON — POLYETHYLENE — MANILA 
packaged for 
BOATING « INDUSTRY « HOME 
RECREATION 
Manufacturers 3-—"& G3 pPa—*€ Since 1829 
THE THOMAS JACKSON & SON CO., READING, PENNSYLVANIA 
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The 
COMPLETE 
SPORTS 
EQUIPMENT 
LINE eee 
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A complete line of sports equipment 
High-quality insures repeat sales 
Nationally famous brand name 

All price ranges 

Approved Youth League equipment 
MacGregor golf balls and tennis equipment 


* 
* 
* 
* 
* 
* 
* 


Complete catalog presentation of line 
%& Quick delivery from wholesaler 
% Faster turnover — higher profits 


Why not send your sales figures up and up. Make Draper- 
Maynard your one brand, complete line of sports equipment. 
Write today for full information, catalogs and name of your 
nearest Draper-Maynard wholesaler. 


DRAPER-MAYNARD 
Sports Equipment 


4861 Spring Grove Ave. * 








Cincinnati 32, Ohio 
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MANUFACTURERS! Convention Calendar 
WHOLESALERS ! 


RETAILERS! conventions shows conferences 











































we ale as | Convention Check List 
h t | d | For complete details about the conventions and shows listed below. see +t 
Lad a you nee alphabetical! listing starting on p. 3 The ne 


319, Sept. I! issue. The next 


i compiete listing will be in the Oct. 9 issue. 
comet) 1 i (@)°d 








25-27 Nort * 1ST Reta Hora 


1958 Assn. Portland. Ore. 
27-28 .|ndiana Retail Hardware A 
September aici 
29-Oct. 3 National Hardware Show 27-29 Missouri Retail Hardware A 
28-Oct. | Nationa! Builders’ Hardware a : 
Convention, Chicaac 27-29 Mountain States Hardware & 
28-Oct. 3 Independent Hardware Ex Implement Assn., Denver 


hibit New York 
New Y rk F« b vary 
about our ‘‘three-way- ; 


>" 





2-3 Wisconsin Rato Hordware 
. October 
partnership’’ promotional . Assn., Milwaukee 

5-8 American Hardware Mirs Assn. 2-4 New Y ' 


programs that sell your Jational Wholesale Hardwar. . n., Syracuse 

Assn. Nations C nvention At Connecticut riarc re Assn 
merchandise in greater- ie Ser ee i te mews 
than-usual quantities . . . 21-23 Hardware Wholesalers, Inc. A\ 8-9 Tennessee Retail Hard 


Pu c nvent 4 R Si Kn 43ers A r N STV e 
at lower-than-usual cost! Meeting, Fort Wayne, Ind 8-10 Tri-State Hordwore & Imi 
21-23 M. S. Young & Co., Fall Mar mant Assen. Amariic. Tex 
s+, Allentown, Poa 8.10 © ; R riora 


ele MZelalcele (=e: ae pee om eee Assn... San Fran 


Form Pump Mfrs. 


icles ALL | 30-Nov. | Montana Hordwaore & In ‘ iat Tr ee — C 


A , i - an? r g 





© 
' 

Ww 
FO 


1. MANUFACTURER | lowa Reto 
We can give your Brand-Name that November Rage ee 15-16 Arkon 1s Retai Hardware 
much-needed LOCAL-LEVEL advertis- et eS Se 16:47 Nabrodia Reta Hordew 
ing, plus in-store display, that you can 17-21 Cotter & Co. | Spring Ge d wae Ass, Lin e ee 
ee 18.20 Retell Point’ & Wellpoper Di Aven. Leste 

tributors of America Conven 15-17 Alabama Ret 


, # WHOLESALER ; n R T ads Show Cleveland Aceon Mo} 


15-19 Michiacn R at KMordyv 
We can give you completely-planned, 1959 Assn., Detroit 
. p A + 
seasonal promotion programs all canta Yo. “s 
i January named Masduenre A LJ 
wrapped-up in one volume-producing ted es denieieds Caen. Chen bura, Po 
° Piespeiee ; , . . Micciccipn: Rato Hordware 
package that you can get in no other 5-7 Minnesota Retail Hardwar ay A peaiaak 
Assn.. Minneapolis — . . 7 ; 
~—" 11-13 Tex is Mordwore & Implement 22-24 New Fna rt 1 Moarawoare Ds 
A Dallas ers Assn., Boston 


sn c } 
3. RETAILER 12-14 Western Retail Implement & 22-24 Ok pf ‘wa x Imy 
Z co ta) - > 


a a - ma C ith 

: Hoardwa Assn., Kansas City re ASS wily 
We can give you low-cost mass ad- a" A a A Me li 
ee - Mo. ai — eat Cima ardware | 
vertising that (a) will sell goods (b) 12-16 National Housewores Exhibit tn Ww es ria & 
"7 Ccawoarec OW SS naeres 


: : : : hicaq wi 
build vitally-important store traffic (c) 100 Witecie Retail Bicetiees Ask 99.94 Wiedk Viratiin Hardware Assn. 


make your store a really-important ales Charleston 

sho in la j ti / t d 18-19 Louisiana Retail Hordware 24-26 Hardware Assn. of the Car 

Pping piace in your particular trad- hain Rabon Rens nae Charlotte 

ing area. ! 22-24 Intermountain Assn. f Hard 
ware & Implement Dealer: March 


WRITE, WIRE OR PHONE | “agg ad : ie Sir a 
25-27 WHibborad encer Roartlett Housewores Show. Phoenix 
FOR DETAILS TODAY | oe: SP b 8 


Co. 6th Annual Merchandise 9-14 American Toy Fair, New York 


Show & Convention, Evanston 15-17 South Dakota Retail Hardware 

Meyer 25-27 Hs fic North Hard & 5-17 Florid . _ Retail 

; acitic Northwest Hardware 15-1 orida eorgia etail 
Merchandising implement Assn., Spokane Sie siete aaa ie 


Service, Inc. 


400 North Wells Street ; aes = ee ate a 
| t tai t ti ist ; t t. 
WHitehali 3-0698 | or complete details about conventions and shows listed above, see the Sep 


issue of Hardware Age. 
Chicago 10 
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ALL 
METAL 
CONSTRUCTI 


no better 
polisher 
ever made! 








Here’s the polisher built to take a lifetime of use and abuse. FEATURE AMERICA’S NO. 1 POLISHER! 


America’s all-metal sssihidhinin cai Housing, base, motor —~ 
frame, all are cast in virgin zinc alloy. That’s why Regina, with ee 
the large powerful motor, is unmatched for stamin: 


stamina unde} 


the most strenuous conditions, including sanding. Here’s the POLISHER and SCRUSSER 





>e ore : . . . .  » fk ‘irst, best, most widel ised Pp she ’ Me ré 
proof! Thousands of Regina polishers are still giving trouble- 
‘ ; advertised to consumers than all other polishers « ombined! 
free service after 25 years in use, a world’s record! Trouble- 
: ; . , . r ~ 
free service also means worry-free business for vou: no Also feature America’s most sensational vacuum cleaner! eS . 
; : ' 


;, oY 3m 
complaints or returns! And all-metal makes Regina heavier REGINA Electribbroct 


than other polishers—a full 17 pounds. No lighter polisher can 





THE REGINA CORP., 67 Regina Avenue, Rahway, N. J. 


ian siete | 
do a professional job! No other polisher offers so many exclu- 
i I am interested in the Custom 400 Polisher and Scrubber 
i 
i 
! 


a rene = a ineene os _ ee 
sive advantages—and every one helps you sell Regina! Sn cena tale Wiadinaliennie 
me: 


= ew a a aw aw oe J 





























Please send 
__.....Name and address of distributor for my territory 
Regina dealer helps 
with Regina’s great new campaign 
. * ‘ NAME. ——- STORE NAME 
for Fall! 32 color ads! 15 magazines! 39 
ADDRESS Bes 
million impressions! 
|. ore ai ZONE STATE 
MAIL COUPON TODAY FOR FREE PROMOTION HELPS IN CANADA: Send coupon te Switson Industries, Ltd, Welland, Ont. 
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Propulsion 


ENGINE CORPORATION 
401 Marion Ave., South Milwaukee, Wis. 


a subsidiary of Food Machinery and Chemical Corporation 
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Provide big new profit oppor- 
tunities for alert merchandisers 


There’s new selling-power for you in the 
new GIANT-power Titan Chain Saws. 
Titan gives you sales-winning new features, 
in a line of saws to fit all your markets, 
from occasional user to commercial cutter. 


WHAT FEATURES? 


New power for faster cutting! “‘Gyro-bal- 
ance” for easier cutting ...to eliminate 
“fighting the saw’’! Giant stamina that saves 
costly break downs! Woods-tested design 
to provide the combination of lightweight 
compactness and dependable power your 
customers have asked for. Plus premium 
quality guide bar as standard equipment, 
aaa oma all-position front handle, right 

and starter, choice of gear of direct drive, 
and many other sales-producing features. 


PICK UP THE TITAN AND 
PICK UP SALES 


There’s real GIANT-power in Titan’s new 
promotion programs ... unique merchan- 
dising unequalled in the chain saw industry 
... Starting first with the T.W.B. promotion 
—a red hot exclusive for authorized Titan 
dealers. Ask your distributor for details. 


DISTRIBUTORS: 


A few choice territories available 
for qualified distributors. Write, 
wire or phone for information. 





See us at the 
Hardware Show 








fe 











CHARLES E. WHEEL- 
ER was active in the 
wholesale hardware busi- 
ness from 1891 to 1943. 
During that time he 
worked for but two com- 
panies. These were Blish, 
Mize & Silliman Hard- 
ware Co., Atchison, Kan., 
and Seattle Hardware Co. 
Mr. Wheeler started with 
the Atchison house in 
April 1891 as a warehouse 
apprentice at a salary of 
$3 per week. He paid $2.75 out of that salary each 
week for his room and board. He handled freight 
and stock for the company. Later he developed a 
catalog and price book for the company. Mr. 
Wheeler initiated city sales to stores in Atchison. 
In 1879 he was sent as a salesman for the com- 
pany in the Oklahoma territory which was just 
opening up at that time. He went to Oklahoma on 
a 60-day assignment, stayed in that area until 
1906. Mr. Wheeler joined Seattle Hardware Co. 
in May 1906 and remained with it until his retire- 
ment in 1943. While with Seattle Hardware he 
served successively as city salesman, specialty 
salesman, city sales manager, director of steam- 
ship supplies, and later as a salesman in various 
parts of Washington. Mr. Wheeler is a Presby- 
terian and for many years was active in the 
Gideons. 





HARDWARE AGE, SEPTEMBER 25, 1956 













ALERT: 


Tank Ball and Guide 
BRINGS BIGGER PROFITS! 


Stops running toilets 

Saves money 

Nationally advertised 

Easy to install (no special tools) 
Everybody needs one 

3 year money-back guarantee 

Completely corrosi.n resistant? 


7 MORE THAN 7,000,000 SATISFIED USERS 


——rv2_¢ 92 Any home keeper who has been a “bathroom 

jiggler" is a customer for “Alert because it 
eliminates worrisome old type tank balls and 
lift wires . . . ends water waste and annoying 
gurgles once and for all. Put "Alert" on your 
counter and profit. 





CALL YCUR 
WHOLESALER NOW 
Packed in colorful 
Individual display 
box that sells on 
sight. 12 boxes to = 
carton. 





REPLACEMEN? 
RUBBER BALL — 
Reund ball. chair 
and attachment hoot 
are available. Packed 
6 to a box, 6 boxes 
to a carton. 


ARDMORE PRODUCTS CO. 
CONSHOHOCKEN, PA. 


Lb at-wre)elevai(elars 
of Leadership is on 
the Trademark 


THERMDS. 
= i 














NLW wsvrereo OVAL COOLER 
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Multiply 
your rental 
prospects 














Here’s a new rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 
.. greatly increases rental possibilities. The JW12 rents for 


© Floor polishing, waxing, buffing, scrubbing, steel wooling 
@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 
seats, gives floors, rugs and carpets 





Attachment for adjusting 
brush to deep pile 


air of professional care. For full story of rugs and carpets. 
on this easy-to-rent Holt JW12, mail 30 
coupon now. 


SALES AND SERVICE CENTERS IN MAJOR CITIES. 


{()le ": ety CO. 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 





HOLT MFG. CO. Dept. P? 
669 - 20th St., Oakland 12, Colif., or 272 Badger Ave., Newark 8, N. J. 


Please send me details on Holt JW12 for rental use. 


NAME POSITION 








FIRM 





ADDRESS. 











WHAT'S NEW 








(Continued from page 15) 


trols are grouped on the handle. 
Lists for around $140. Yuba Power 
Products, Inc. 


For more data circle No. 13 on postcard, p. 97 


Mail box with padlock 
Here’s the Leigh Aristocrat mai! 
box which holds letters in a weath- 





er-protected compartment which 
can be padlocked. Newspapers and 
magazines are held in loops on top 
of box. Made of wrought iron with 
black baked enamel finish and brass 
trim. Also offered in terra cotta 
and coral color combination or in 
solid brass with natural brass and 


statuary bronze finish. Retail 
$5.25 to $15.50. Leigh Building 


Products Div. of Air Control Prod- 
ucts, Ine. 


For more data circle No. 14 on postcard, p. 97 


Magnesium estate rake 
Spare-time and professional gar- 
deners will want the Superlight 
magnesium leaf and estate rake for 
its light-weight and _ durability. 
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One-third lighter than aluminum 
these rakes are rustproof, corro- 
sion resistant and long lasting. 
Offered in three widths 24, 36, and 
48 in. with 72-in. long rubber 
tipped handles. List from $6.98 to 
$11.98 each. White Metal Rolling & 
Stamping Corp. 


For more data circle No. 15 on postcard, p. 97 


Screwdrivers with palm grip 

Your customers, professional 
and do-it-yourselfer, will be inter- 
ested in this new line of Palm-Grin 
screwdrivers made exclusively for 
the hardware trade. Each screw- 
driver is designed to accommodate 
an unbreakable blue plastic palm 
grip handle. The user will like the 


Palm-Crip 


at! Dewebopuce 
ih SCREW BRIVERS 


YAMA Dw of 





extra leverage possible with this 
Overdrive handle which retails for 
98¢. An assortment 
three each of three types of screw- 
drivers, six Overdrive handles and 
a free display board (shown) lists 
at $16.41. Kipton Industries, Inc. 


For more data circle No. 16 on postcard, p. 97 


containin® 


Riding rotary mower 


The 1959 Turfmaster TR/4 is a 
tractor as well as a mower. The 24 
to 26 in. models are driven by 4-' 
to 5-34 hp Briggs & Stratton en- 
gines, have heavy-duty automotive 
type transmissions. Nine cutting 
heights from 1 to 4 in. Pressing 
the foot brake stops the mower and 
disengages the clutch. The blade 
contro] stops the blade instantly, 
can be padlocked so children can- 
not accidentally engage the blade. 





No tools are required to remove 
the cutting unit and the tractor 
can be used to push snow plows, 
pull lawn rollers and carts. Dille & 
McGuire Mfg. Co. 


For more data circle No. 17 on postcard, p. 97 


Decorative thermometer 
Housewives will be attracted by 
this decorative wall thermometer 
from Artistic Wire. The 12 x 12 In. 
instrument, called the Scroll, will 
also fit well in vour gift depart- 
ment. It is made of a lustre-brite 
brass frame surrounding an ac- 
curate room thermometer that in- 
dicates points of freezing and ideal 
room temperature. Comes packed 


one dozen per carton retailing at 





$2.49 each. Artistic Wire Products 
Co., Ine. 


For more data circle No. 18 on postcard, p. 97 


Easy to clean file 

Home craftsmen as well as pro- 
duction men will be interested in 
this file. The filing surface is flexi- 
ble at the turn of a dial and easily 
loosens accumulations which can 
then be tapped or blown out, It 
will cut soft and hard metals as 
well as wood and plastic. The han- 
dle can be used horizontally or 
vertically, and the cutting angle 
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TURN TURMOIL INTO 
TURNOVER 


stock 
the line 


with the 





SAVOGRAN 


seal 









> 


THE SAVOGRAN Co. 


NORWOOD, MASS. 


You eliminate “lazy” brands, yet still always 

have the right product to clinch every sale 

when you stock Savogran, the complete line! 
Order from your local jobber. 


SAVOGRAN 


HARDWARE AGE, SEPTEMBER 25, 1958 


WHAT’S NEW 











can be reversed for left-handers. 
Kwick Kleen files are available in 
the standard mill or half-round 
shell type, 14, 18, and 24 teeth to 


the inch. Gordon Associates Inc. 
For more data circle No. 19 on postcard, p. 97 


Portable cement mixer 


One man can mix 8 cu ft of 
cement an hour with this handy 
mixer. The 5 gal. pail doubles as 
a mixing drum and can be removed 
to pour the cement. The rugged 
unit is easy to clean, needs no 
fastening down, can mix a batch 
in 2 minutes. Farmers, and garden- 
ers can use it for mixing feeds and 
seeds. Ideal for pouring patios, 
making barbecue grills, setting 





fence posts. Weighs 35 lb., takes 
2 sq ft, lists under $50. Kol, Inc. 


For more data circle No. 20 on postcard, p. 97 


Riding rotary lawnmower 


Ridemaster riding rotary mow- 
ers feature 51% hp engine and will 
cut a full 26-in. swath, trimming 


94 


to within ™% in. of walks, trees, 
other obstacles. Cutting height 
controlled by operator from seat. 
Versa-matic drive adds_ speed 
changing efficiency. Unit has six 
forward speeds without clutching 
or stopping. A 3 hp Suburban 
model features 24-in. cutting 





swath. Bolens Products Div., Food 
Machinery & Chemical Corp. 


For more data circle No. 21 on postcard, p. 97 


improved stroller-sprinkler 


The Lafayette stroller-sprinkler 
has been revamped and now has a 





variable speed gear so that it can 
move at 25 or 50 ft per hour, while 
pulling 135 ft of plastic hose. It 
may be used with 270 ft of hose. 
New, larger tires with deep trac- 
tor treads, provide more traction 
and raise chassis higher above 
zround to reduce downward drag 
on hose. New lifting handle has 
moved center of gravity forward 
for better balance. Snap-on coup- 
ling changed to horizontal position 
to further reduce drag. Lafayette 
Brass Mfg. Co., Ine. 


For more data circle No. 22 on postcard, p. 97 
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Oval rubber mats in color 


Housewives will like this rugged 


rubber mat that comes in assorted 


+ eee one te 
ae » 
Oo . ~*~ J, 
Oe wee 
: > . 
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Pe aa “4 o 
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colors. Thousands of rubber bristles 
give a cleaning action that helps 
to protect floors and carpeting. 
Black mats retail at $1.49, a carton 
of 12 assorted colors is priced at 
$19.68, Superior Rubber Products 
Co. 


For more data circle No. 23 on postcard, p. 97 


Fiat house paint in color 

Designed especially for rough 
wood siding and shake and shin- 
gles, Sun-Proof flat house paint 
has easy brushability, high hiding 
power. It may be used as finish for 
non-alkaline masonry surfaces by 
applying alkali-resistant prime 
coat. It is a special formulation of 
selected oils, synthetic resins and 
pigments resistant to weathering 
and mildew. Now offered in white 
and eight ready-mix colors. Pitts- 
burgh Plate Glass Co. 


For more data circle No. 24 on postcard, p. 97 


Tool chest for mechanics 

Red felt lined mechanics’ tool 
chests in wood or metal are avail- 
able with or without tools. The stee!l 





(Continued on page 100) 
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Brume 
Rake 
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Round Bow 
Rake 


. ‘ 
{ 
\ 
, 





U1l4 
Qty: 12 
Retail: $3.14 











4, Retail: $1 62 
Brume 
Rake 
» < UB21 
Vy, Qty: 12 
“Retail: $1.07 












Weeding 
Hoe 
S2PW 
Qty: 6 
Retail: $1.6 





114 tools 


$9124 profit 


Floor merchandiser N/C 







(Slightly more in Zone 2 Western States) 


& 





Garden 
Hoe 7 
16%" blade) P 


J 


Pd ABC6 2 
Af Qty: 6 
 Y Retail: $2.10 








F&a.G 
Hoe 
(6'2" blade) 






UF6 2 
Qty: 6 
QA sRetail: $2.5 


































4 Tine Rotary Edger Ps 
Weeder and 4 
Trimmer 4 
, UW4 ‘ GE5 
6 Qty: 6 i Qty: 6 
Retail: $2.64 Retail: $4.50 
Dandelion 
Weeder 
DW36iy awe 
i a ae Edger NOW YOU CAN BE COMPETITIVE AT A PROFIT. 
$1.29 Grass Averaged retail on 114 garden tools (good grade for home use) 
Pl Trimmer Z is $2.55. High is $4.50. No one but NO ONE can top you with 
GSGT Z, UTE —_ :; = i . 
Qty: 6 a Qty: 6 pricing like this! You are competitive. You get volume and turn 
Retail: $1.98 Retail: $2.22 over at a profit. 
A " Handi CHROME PLATED FLOOR MERCHANDISER SELLS 
Spading , ong manaie ; ; 
Fork Floral like nothing you have ever known before. Makes garden tools 
Spade : sparkle like jewelry. Junk your old painted sheet metal stand. This 
F comes free with Wood’s 115PR garden tools assortment. 
TY, U40S DF6 
Z — Qty: 6 _ Qty: 6 ORDER FROM FACTORY. Wood’s 115PR garden tools assort- 
Retail: $3.72 Retail: $3.9 ment (114 tools as shown at left) costs $199.10. Total retail: 
$290.34. Profit: $91.24. Shipped direct to your door, freight paid. 
Long Handle Long Handle Billed through your regular hardware wholesaler. Tell us how 
Floral Rd. Point many you want, and the wholesaler you want to invoice you. 
Shovel Shovel 


, DF 
Qty: 6 
Retail: $3.5 





















OVER 





O5U2 
Qty: 12 
Retail: $3.27 









Same Assortment, 
Better Grade! 


For trade that wants the best, order assortment 




























TBP115—same selection of tools, same quan- 
tities as 115PR assortment, but mostly better 
grade. And higher priced. Even so, we included 
a few inexpensive traffic items—a $1.07 brume 
rake, a $1.29 stand-up dandelion weeder, a 
$1.98 grass trimmer—because everyone loves 
a bargain. 





| 7 To: WOOD SHOVEL & TOOL CO. 
eee miauA, ono TRUE RA Small Hand Tools Asst. 











woe 
Toots BY 
ORDER Ship direct, freight paid: ¢ 
Price sellers at 50% profit. 
Quantity Description Zone 1 Zone 2 
115PR assortment of 114 tools 36 brilliantly finished small hand tools. Cost $19.08. 
and chrome plated floor merchan- Sell $28.44 at .79c each. Enameled steel counter 
diser @ ........--+.--05-, $199.10 $205.79 display FREE. Shipped direct, freight paid. Billed 
STS ceeiteeet ok 114 tools through your jobber. Order several assortments for 
and chrome plated floor merchan- your hottest store promotions. 
ee er rr $245.75 $252.83 Trons- | | 
Regular plenting Spading Cultivator 
____ RA asst. of 36 small hand tools aseaeag Trowel oa Nee 
and enameled steel counter RT2 fs RTT3 RSF4 RCHS 
ME A cs ss Sees ove rs a $ 19.08 $ 19.08 YY Qty: 8 yf Qty: 6 Qty:6 | \ Qty: 3 
Retail: 79¢ Retail: 79¢ Retail: 79¢ Retail: 79¢ 
include weather proof TRU BLU Gar- oe 
den Center Banner on strong muslin N/C N/C ee lati Weeding 4 Weeder 
F | Include ad mats N/C N/C RR7 RC8 RWH6 /  RDW9 
Qty: 3 Qty: 3 Qty: 3 Qty: 4 
Retail: 79¢ J} Retail: 79¢ \ Retail: 79¢ A Retail: 79¢ 
INVOICE THROUGH HARDWARE WHOLESALER STATED BELOW | i ae ae 














Wholesaler's name 
Address 








SHIP STOCK FREIGHT PAID, DIRECTLY TO...... 


Store Name. 
Street & No. 
City & State 
Ordered by 

















(signature) (title) 









ZONE Prices apply to Montana, Wyoming, Colorado, 
New Mexico, El Paso, Texas, and all states to 
the West thereof. 





use this FREE 











CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 


















































FIRST CLASS 
PERMIT NO. 3 





New York. N. Y. 








BUSINESS REPLY CARD 


Ne postece necessory if moiled in the United States 



























































POSTAGE WILL BE PAID BY 
Be sure to write name HARDWARE AGE 
and address on post card. Post Office Box 60 
Please use this P. O. 





- Village Station 
Box Address for Quick canner enue 14, N. Y. 
Check Cards Only 
Posicerd volid 8 weeks only. After that use own letterhead fully describing item wonted. 9/25/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


eee ee ge me Ps Ok eS i ee ee ee ee 
ie eC. Oe SR Se aS Sar LS SS 
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PURME ADDRESS oc ccccccccccccccccccccccccccescceccccccccececceccesece 
SITY Of TOW. cccccccccccccccccccececccece ZONE 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 


HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 


























EEL 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 9/25/58 


Please send me further information on the WHAT'S NEW items, code numbers 
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FIRST CLASS 
PERMIT NO. 36 


New York, N. Y. 








postege necessary if mailed in the United States 
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.e McGILL 
w2tit TRAPS 
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"Snap up" unit sales with the "Can't Miss”, 
attractive, self-service 2-PAC. This con- 
venient, eye-appealing, buy-appealing, pre- 
priced two for fifteen cents, transparent 
package is a proven traffic stopper. Easy 
and dependable, four-way trigger action 
builds customer satisfaction. 


McGILL ALSTEEL 2-PAC 


mae These attractive, nickel- 
~ > plated, Alsteel 2-PACS 

3 sell themselves. Easy 
and safe to set, sanitary 
ejection plus fast, de- 
pendable action fea- 
tures trap more sales. 


GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 


McGIL 


MARENGO . 









METAL PRODUCTS 
COMPANY 
ILLINOIS 








WHAT’S NEW 


(Continued from page 94) 





chest has a maroon wrinkle finish, 
weighs 28 lb, measures 20 x 8% x 
13%4 in., retails for $31.25. Front 
panel slides under bottom drawer 
when not locked with top. The 
wood chest is of Honduras mahog- 
any with hand _ rubbed finish. 
Similar in size to the steel chest, it 
weighs only 19 lb, lists at $38. Tool 
assortments for students through 
professional machinists range from 
$78 with chest. L. S. Starrett Co. 


For more data circle No. 25 on postcard, p. 97 


Four-in-one type opener 


The No. 398 T & S Jiffy Opener 
is four openers in one. Made of 
steel with bright nickel finish it 
includes lid lifter, screw cap 
wrench, milk can punch and bottle 
opener. List price 39¢. Packed on 





eye-catcher card showing its uses. 
Turner & Seymour Mfg. Co. 


For more data circle No. 26 on postcard, p. 97 


Cast iron pipe cutter 


Wheeler’s heavy-duty hydraulic 
pipe cutter will quickly cut cast 
iron water main or cement lined 
cast iron water main from 4 to 12 
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in. It will also cut extra heavy soil 
pipe from 6 to 15 in., terra cotta 
or clay tile from 6 to 36 in. and 
transite pressure pipe from 6 
through 10 in. The chain device 
makes a clean accurate cut with 
hydraulic pressure applied by hand 
or electric pump. Requires no vise 
or turning to operate. Sells for 
$352.50 with enough chain for a 
12 in. pipe. Wheeler Mfg. Corp. 


For more data circle No. 27 on postcard, p. 97 


Inside white paint label 
Hooker’s premium quality, non- 

yellowing Luna White enamel paint 

cans now have a bright new white 





label dotted with gold and blue 
stars. The new label is easy to 
identify and read from the sales 
floor. Luna White is a brilliant 
white, washable paint for kitchens 
and woodwork. Hooker Glass & 
Paint Mfg. Co. 


For more data circle No. 28 on postcard, p. 97 


Nylon-roller drawer slide 
This self aligning nylon-roller 
drawer slide helps reduce installa- 





tion time and provides easy inser- 
tion and removal of drawer. Only 
a \% in. clearance is needed on each 
side and \% in. in height for in- 
stallation of slide. Stops drawer 





four inches from opening and car- 
ries a 50 lb load. Standard lengths 
are 18, 20, 22 and 24 in. Slotted 
holes at % in. intervals provide 
sizes from 16% to 24 in. Amerock 
Corp. 


For more data circle No. 29 on postcard, p. 97 


Dog chain shock absorber 


Dog owners will find this minia- 
ture shock absorber for dog chains 


quite interesting. Easy-Tug helps 
eliminate the jolt from the leash 
when an active dog pulls away. The 
unit operates on a double action 
compression and tension spring 
system that automatically takes up 
slack when pulled. Fits leather or 
steel leashes. Comes in three sizes 
at $1.98. Wiloco, Inc. 


For more data circle No. 30 on postcard, p. 97 


Weatherproofing products 


Here’s an idea in weather strip- 
ping that is sure to catch customer 
interest. DrafStop, a white vinyl 
foam rubber strip bonded to mold- 
ing lumber, fills in uneven surfaces 
on the top and sides of door fram- 
ing, and seals the door. The foam 
is a closed cell type, will not absorb 
moisture, can be finished as desired. 
An aluminum hinged door-bottom 
is also offered. Easily installed on 
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Many new features, plus 


Unique *Prest-O-Matic stand-up starting 
e Distinctive New Styling 
e Bigger Horsepower 


e Lower Price 


Remember ! 


Sell \ A e}"," 


See if at the Hardware Show 
Booths 785-7 


a | 
Propulsion jit: 


ENGINE CORPORATION 
500 Marion Street, Milwaukee, Wisconsin 


MOW-MASTER POWER MOWERS —TITAN CHAIN SAWS 


FOOD MACHINERY 
AND CHEMICAL 
Ccoeroea >~ 





WHAT’S NEW 








any door, it seals the door despite 
wear or variation in the threshold. 
Retails at $2.95. Roberts Co. 


For more data circle No. 31 on postcard, p. $7 


Low priced soldering gun 


Do-it-yourself enthusiasts and 
professionals, alike, will be inter- 
ested in this premium-quality Wel- 
ler electric soldering gun featuring 
a list price of $5.95. The Model 





8100 is designed to help you boost 
Christmas sales volume. Sales 
points include; instant heat, trig- 
germatic control, over 100 watts 
and low cost replacement tips. A 
spotlight on either side.of the gun 
makes work easy to see in tight 
spots. Gun is included in a nation- 
wide promotion by the firm. Weller 
Electric Co. 


For more data circle No. 32 on postcard, p. 97 


imported padiock line 


This line of 50 padlocks ranges 
from simple warded construction 
to 5-pin tumbler locks to most 
household, commercial or sporting 
needs. A bicycle lock is shown. 
Prices are from 19¢ to $2.75 retail. 
A variety of finishes available in- 





102 


cludes polished brass, several colors 
in lacquered surfaces with polished 
metal shoulders and metal shanks, 
and anodized aluminum and 
brushed metal. Trelock locks are 
available carded and in a colorful 
counterdisplay box plus a counter 
ecard holding 12 locks. Hamilton 
Import Corp. 


For more data circle No. 33 on postcard, p. 97 


Heavy-duty hose nozzles 


Two deeply-knurled solid brass 
nozzles with positive leak-proof 
shut-off as well as good control of 
water spray can now be added to 
your garden accessory line. One 
model features a bright chrome on 
brass finish. Melnor Industries, 
Ine. 


For more data circle No. 34 on postcard, p. 97 


Colorful riding mower 


The Imperial riding mower in 
bright orange and white is de- 
signed for use in the roughest ter- 
rain. Powered by a 4% hp Lauson 
or 4'4 hp. Clinton engine with re- 
coil starter, it has 26-in. Flex-N- 
Float rotary mower with regulat 
ing wheels to follow ground con- 
tour. Interchangeable Insta-Hitch 
30-in. reel mower, bulldozer blade, 


a 





other attachments will be available. 
Ariens Co. 


For more data circle No. 35 on postcard, p. 97 


Folding utility bench 

Here’s an inexpensive folding 
utility bench that will interest 
homeowners, churches, institutions. 
Port-A-Bench is made of sturdy 
steel tubing finished in Bronze- 
Tone with a seat of patterned Duo- 
lux. The 18 in. high bench comes 
in a 54 in. model for $7.95 and a 
66 in. model at $9.95. Legs are 
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plastic tipped. The largest model 
folds to a compact 12 x 6 x 33 in. 
Windsor Metal Products, Inc. 


For more data circle No. 36 on postcard, p. 97 


Ranch style mail box 
Home owners will like this 26 
gauge steel box with a wrought 





iron finish. Colonial model 230 has 
a 11 x 6x 3% in. body and a brass 
finished anodized aluminum cover 
which defies weathering. Gold-n- 
Star model 330 is also available 
with an early American motif. 
Patent Novelty Co. 


For more data circle No. 37 on postcard, p. 97 


Decorative tool gift kits 


This group of hand tool gift 
kits for men are companions to the 








Micro-Set Spreaders 
and Real-Reels 






















features tor protit... 


COMPLETE LINE — 17” - 22” - 27” and Commercial Models. 







SURE ACCURACY — Close adjustment. Factory setting is 
independent of assembly by retailer. 


QUICK ASSEMBLY — Because shutter calibration is not , 4 
disturbed in assembly, spreader can be put together é' 
in a few minutes. J, 


22” Model illustrated. 
Capacity to 60 Ibs. 


4 


EASY CLEANING — Shutter and agitator quickly detachable. 


Real-Reel holds 100 to 
200 feet of hose, de- 
pending on diameter. 





? 3 


BUYV-APPEAL — Light colors and modern aluminum for display value. 
New rustproof fastenings eliminate unsightly bolts. 






SIMPLE AND STURDY — For heavy RENTAL or OWNER use. 


| HOSE-MOBILITY — Hose can be reeled while water-connected, due to 
patented, non-corrosive bronze water swivel. 


IMPROVED DESIGN — Tubular frame quickly assembled with new fas- 
teners eliminating bolt ends. Attractive appearance. Rubber tired wheels. 


Also a complete line of Salem Wheelbarrows 


ay" 1090 HARDWARE SHOW — Write for details 


THE SALEM TOOL COMPANY 


781 S. ELLSWORTH AVE. * SALEM, OHIO, U. S. A. 
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and they'll be waiting for you in 


BOOTH 9G 
SEPTEMBER 29th 
thru OCTOBER 3rd 


NATIONAL HARDWARE SHOW 
Coliseum—New York 




















See the complete UNION line of Tackle 
Boxes, Tool Chests, Cash and Bond Boxes, 
Parts Cabinets and Steel Machinist’s 
Chests. 


| 


, 
















a new Do-It-Yourself Product... 
ne ee ee ee ee 


WORCESTER 3, MASSACHUSETTS 


INDUSTRIAL WIRE CLOTH e STANDARD HARDWARE CLOTH «¢ HEXAGONAL NETTING 
WIRE STRAND © WOVEN WIRE LATH ¢ WELDED FABRIC e¢ SCREEN CLOTH 
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WHAT’S NEW 











Diligent Duchess decorated gift 
kits for women. These kits for men 
include one zipper kit with six 
small tools finished in chrome 
and positioned in foam _ rubber 
(shown). Also, there are single 
hammers in gift packages plus 
combinations of three to five tools 
in gold plate and in chrome listing 
from $4.95. Consolidated Tool Co. 


For more data circle No. 38 on postcard, p. 97 


Liquid, powder plant foods 


Liquid and soluble powder plant 
food is now available to supple- 
ment your line of tablet type foods, 
and you'll get a 40 percent markup. 
Since these foods are in solution 
when applied, they give plants im- 
mediate nourishment. The green 


liquid has a 10-10-10 analysis, the 
powder has a 11-15-20 analysis. 
Plantabbs Corp. 


For more data circle No. 39 on postcard, p. 97 


Folding washable play pen 


Strong nylon netting and plastic 
covered top railing make this tele- 
scoping play pen safe for small 
children. Parents will like its port- 


























ability ; 
folded, 
or small closet. Retail price: about 


only 4% in. thick when 
it slips easily into trunk 


$25 with washable floor pad. 
Hamilton Manufacturing Corp. 


For more data circle No. 40 on postcard, p. 97 


Water-pump, utility pliers 
A new design adds three dis- 
tinct advantages to the water pump 








and general utility Rib Joint Utica 
507-10 pliers. Design includes re- 
cessed precision bearing surface 
for the bolt to give positive align- 
ment to jaws and prevent slippi- 
ness at joint or jumping out of 
adjustment. Forged ribs add 
strength to tool. 


Now offered in | 








10-in. size, it will later be offered | 
in 5 and 6%%-in. size. Utica Drop | 


Forge & Tool Div., Kelsey-Hayes 
Co. 


For more data circle No. 41 on postcard, p. 97 


40 hp outboard motor 
The sleekly styled Golden Shark 


outboard stresses safety and con- | 





venience. 


A single 
gears and throttles down to 
and to all intermediate speeds. One 
key starts, stops, locks and elec- | 


idle 


trically chokes the motor. 


lever shifts | 


The | 


max 


electric starting models feature a 


HARDWARE AGE, SEPTEMBER 25, 


1958 


16 PC. STARTER SET Z 4 
Proven best-selling Boontonware Belle 


plus exquisite Gravy Boat i] os > | 


Regular Value $17.90 





Boonton Launches 


SALE-PRICED 


GIFT SELLING PACKAGE 


for Christmas 


new program biggest ever 


Boonton goes all out to bring you gift volume. For the 
very first time, Boonton offers patterned dinnerware 
at exceptional sale prices—all famous Boontonware 
quality, the big melamine difference your customers 
know about and demand. These are the three most 
preferred patterns in the industry, consumer-tested in 
a nationwide survey. 


20 pc. Service for 4...$18.95 


open stock vaiue $33.20 


45 pe. Service for 8, $39.95 — open stock value $76.05 


b , » Biggest Advertising Campaign Ever! 


Powerful 4-color advertisements in top mass con- 
sumer magazines, and newspapers sell these outstand- 
ing specials. 

GUARANTEED AGAINST BREAKAGE 


conlton Ware: 


finest of all melamine dinnerware 
BOONTON MOLDING CO.,BOONTON, N. 
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SPECIAL ! 


























































SINCE 1679 


BURGLAR-PROOF 
WINDOW LOCKS 


UNFAIR 


Burglars say too many folks like Fraim 
locks. Windows cannot be opened, even 
when glass is broken, because the Fraim 
lock bolts to the sash. The lock can be 
opened only by your key. Window can 
be locked partly open for ventilation or 
installation of air conditioning unit, too, 


COLORFUL COUNTER 
DISPLAY AVAILABLE 


Sell your share with Fraim’s colorful, 
counter display. Holds 12 locks. Keyed 
alike. Shows customers at a glance how 
easily locks are installed 
.. . how they work... how 
securely they hold. Order frais 
from your jobber today! t=.” 


* Names withheld by request. —— & : 





DIVISION OF 


Lancaster, Penna. 








| pellers are shock mounted. 


WHAT’S NEW 








20 amp generator that can recharge 
a dead battery in 3 hours, while 
powering the boat. Interlocks on 


_the controls prevent starting and 


shifting at excessive speeds; pro- 
West 
Bend Aluminum Co. 


For more data circle No. 42 on postcard, p. 97 


Snow shovel coating spray 
Slikote is a liquid spray for snow 
shovels to make shoveling easier 





and faster. It places an invisible 
slippery coating on shovel’s metal 
surfaces to prevent snow from 
sticking. It resists rust, prolongs 
life of shovels. Recommended for 
power snow throwers and plows. 


Will not damage nor stain hands, 


shoes nor clothing. $1.98 for 16-0z 
spray-top can. Speco, Inc. 
For more data circle No. 43 on postcard, p. 97 


Pistol cleaning outfit 

Sportsmen will like this two- 
piece aluminum cleaning rod that 
will fit in pocket or game bag. The 


_ cleaning shaft is mounted in a ball 


| bearing 


insert inside the plastic 
handle, has three jags for cleaning 
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all calibre pistols from .22 to .45. 
The unit retails for $1.25. Frank 
A. Hoppe, Inc. 


For more data circle No. 44 on postcard, p. 97 


Functional wall plate 


This wall plate has a clean de- 
sign to eliminate dusting. Avail- 











; 





able in all sizes and types, Sta- 
Kleen plates are non-discoloring 
and virtually unbreakable. Meet all 
federal and municipal require- 
ments, all architectural specifica- 
tions. Black, brown and _ ivory. 
Slater Electric & Mfg. Co., Ince. 


For more data circle No. 45 on postcard, p. 97 


Streamlined mower 

This restyled hp rotary 
mower is an eye-catcher. The solid, 
shatterproof aluminum deck has a 


2% 





lifetime warranty against break- 


age in use. All engines have a 
five-year replacement warranty. 
Quickly adjusted cutting height 


from 1 to 3 in. The 19 in. model 
has remote recoil starter, leaf mul- 
cher. The 22 in. model comes with 
a 110 volt electric starter. Retail 
price for 19 in. model is around 
$115. Eversharp Lawn Mower Co. 
For more data circle No. 46 on postcard, p. 97 


(Resume reading on page 16) 





TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


(Continued from page 16) 


Gift pack for golf balls 


MacGregor Par-Maker golf balls 
are now packed in an _ unusual 
Christmas gift container at the 
usual price of the golf balls. Im- 
ported from Belgium the conta'ner 





has many uses. It has a golf motif, 
including Scotland’s traditional 
heather and thistle. Lithographed 
in nine colors, packed in an attrac- 
tive corrugated box for gift send- 
ing. List $14.75 with 12 balls. 
$7.50 with six balls. Draper-May- 
nard Co. 


Fer more data circle No. 47 on postcard, p. 97 


Folding furniture promotion 


Offered for the fall and holiday 
season is a planned assortment of 
Beauty-Fold tables and bridge 
chairs, plus free goods and perma- 
nent display fixture to show fold- 
ing furniture in a minimum 
amount of floor space. Package in- 
cludes three Hostess size (24 x 60- 
in. marble-finish tables), one ban- 
quet size (30 x 72-in. marble-fin- 
ish table), one aluminum 27 x 60- 
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You Gotta Digplay Em to Sell Em... 


COLUMBIAN 










































The sale you make is the sale that counts—and only Colum- 
bian offers four “sales-maker” rope merchandisers to speed 
your rope turnover. Real attention-getters, they are a buy- 
ing invitation to everyone who enters your store. And they 
display a maximum of rope in a minimum of space. Ask 
your Columbian Distributor about getting these mer- 
chandisers to increase your rope sales and boost your 
monthly net. 





MERCHANDISER #57 is a complete 
rope department in one compact unit. 
Holds 6 Colpack cartons with a variety 
of ropes, including two 100 Ib. cartons; 
or 6 full reels plus two 25 Ib. reels. 
Easy dispensing — rope feeds through 
guides to simple, accurate measuring 
device, is quickly cut to any length. 
5414” long — 4412” high, 23%” deep, 
plus 12'4” high sign. 





The PICK-ME-UP self-service merchan- 
diser offers 50 ft. and 100 ft. Colum- 
bian Manila Rope Coils packaged and 
ready to go. Top shelf for ski-rope or 
other Columbian ropes. No measuring 
— no cutting — no weighing — the cus- 
tomer coes the work! 22” x 22” x 54'/5" 
— occunies less than 4 sq. ft. of floor 
space. Rope sizes; 4”, %%”, 2”. 








The COLUMBIAN COLPACK ROPE RACK 
is the best way to stock rope in smaller 
sizes. Holds one Colpack 25 Ib. carton 
and two Colpack 50's. Top shelf for 
water-ski rope, small coils or twine. 
Needs only 20” by 30” floor space. 


COLUMBIAN DISPLAY RACK holds 3 
reels of Columbian Stabilized Nylon 
Rope or Columbian High-Tenacity Poly- 
ethylene Rope in the popular 4”, 36” 
and 2” diameters. Fits easily on shelf, 
counter, or on top shelves of Pick-Me- 
Up and Colpack Rope Rack. 


COLUMBIAN Rope Company 
Auburn, “The Cordage City,” New York 
The Man Who Knows The Ropes Says, “Columbian!” 





















































FREE display’ 


Featuring Stanley Claus as he appears in the 
POST ad, surrounded by Stanley Christmas tool 
selections. Big (24” x 20”) full-color display is 
a@ real stopper for counter, window or island. 


*With Stanley X58 or H-9 unit. 


HAND TOOLS 
NEW PRODUCTS Such as Stanley’s exclusive new 
SWIRLAWAY sander and SURFORM tools. 


SPECIAL PACKAGING Ten popular tools individu- 
ally wrapped in colorful “Rapid-Wrap” Christmas 
boxes—available in X58 unit or open stock. 


TOOL SETS Four different tool sets’ and chests—at- 
tractively priced for fast, easy sales. 


108 


Two-page spread in Dec. 6 issue 
of The Saturday Evening Post 


Biggest Christmas 


Tool Promotion in 
Ts History! 


Number 
X299C 
X101C 
XAO06W-C 


X1211C 
X3000C 


X25C 








PRICES 
X58 UNIT 


item 
Bit Set (4 No. 105 “efi ™ 
¥% and 1 in. sizes). Ka 
""Yankee"’ Push Drill wie ase da 
**Steelmaster’’ Nail Hammer— 


Torpedo Level, Aluminum...... 
PU os i056 os 6 ob once 
""Glide-O-Matic”’ 8 ft. Tape Rule 
*Surform”, File Type. . 
*"Surform”, Plane Type........ 
"Swirlaway” Sander Kit. . 
Combination Square, 12in..... . 
Christmas Unit—one each above 


tools, gift packaged, plus 4-color 
24” x 20” Window Display . . 


ED ss sins gtk We a iw tb 
Block Plane, 3 
Tape Rule, 6 ft. . id 

Nail Sets and Center Punch (1 ea. 
H1211 4%” and %2”, H1210).. 
Screw Driver Set (1 ea. 3006—3” 
and 1721). 

Display Carton with 5 each of 
5 Carded Tools listed above— 
ee ae a A 6 0 vot Se ene as 





Dealer 


Cost 
Each 


$2.25 
4.49 


3.87 
1.03 
1.80 
2.47 
3.30 
2.16 


. 26.67 


Dealer 


Cost 
Each 
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List 
Each 


$3.38 
6.75 


4.99 
2.95 
5.79 
1.55 
2.69 
3.69 
4.95 
3.25 


40.00 


STOCKING FILLERS Five popular $1.00 items on 


cards. Practical, inexpensive gifts—in free display unit. 


List 
Each 


$1.00 
1.00 
1.00 
1.00 


1.00 


25.00 
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fac bee Give the finest. give Stanley Tools a 





STANLEY 1S A NAME TO LOOK FOR ON QUALITY GIFTS LIKE THESE 











ELECTRIC TOOLS 


FREE MERCHANDISE 41 no cost to you, your cus- 


tomers receive free merchandise worth $11.20. 


NEW PRODUCTS Proved sales builders like Stanley's 
famous Sabre Saw and the new 130-series drills. 





PRICES 

List Dealer 
H-9 CHRISTMAS UNIT each cost each 
1—H75 Sabre Saw _.. gaye - $ 54.50 $ 38.15 
1—H36 Orbital Sander... , ew a 54.95 38.47 
Cane Gan Se Wee... wa. we ec eawne 29.95 20.97 
Pueeee we” GES oso bk oc cc deseens 24.95 17.47 
$164.35 $115.06 

CcosT 
PLUS VALUE TO YOU 


Vial of 7 Blades (with H75 Sabre Saw) $ 4.90 FREE 
24 Sheets of Abrasive Paper 





(with H36 Sander)............... 2.00 FREE 
One SWIRLAWAY Unit 
CUe GU UE WUE «vas cc ceacdsace 4.30 FREE 
$11.20 
AMERICA BuYuUIiLoDOSsS BETTER ANDO 





STANLEY 
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AMERICA Sericos serrer ano tives serresr wits srAamier 
STANLEY Tan temous Wedemart Gumnguate: over 20 DOC quality product of The Staniey Wort, New beter Conn — Sand on ¢ slectrx 
fool «© twchder, Nordeere ¢ mds Yarteore © Srapey “ardwore & Gutomet S00) (OF fF—h © Bye NY eUNGDw, + HO™OAG 
© IPTIN|. © COSMNGS © rw Whew! © Hee! lrepE-ag -— Pode « 14 plenty mM Ihe United Srete, Conede Enagiond end Germany 





Rives 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric tools 
+ builders and industrial hardware - drapery hardware - door controls - aluminum windows - stampings - springs 
+ coatings - strip steel - steel strapping—made in 24 plants in the United States, Canada, England and Germany. 


































SPECIAL PACKAGING H-9 unit includes free mer- 
chandise, literature, four-color store display and tools 
—all packed in one weight-saving carton. 


PROMOTIONAL AIDS Free gift guide stuffers, value 
tags and ad mats, specially designed to let you tie in 
locally with our national advertising. 


GET YOUR ORDER IN NOW 


For details of terms, shipping, billing, 
phone your local wholesaler or write: 
Christmas Promotion, Stanley Tools, 111 
Elm Street, New Britain, Conn. 


BETTER with STANLEY 





New plant... equipment due... floor flooded ! 
Floor drained... 





painted damp... 
equipment moved ) 
in next morning! 





That's the story of the fine new plant of Quezon 
Cordage Mills of Winchester, Mass., manufacturers of | 


clothes lines and mops, a corner of which is shown in 
this photograph. 

The equipment was due to arrive, but heavy rains on 
the still ungraded area around the building flooded the 
floor! After a fast sweep-and-mop, the damp cement 
floor was painted with Kyanize Plastic Floor Paint. 

Next morning, just a few hours later, using no spe- 
cial care, the equipment was moved in on ordinary 
irucks and dollies, some with steel wheels. Not a mark 
showed, not a bit of paint lifted . . . the paint was ready 
for duty! 

Another crisis passed . . . from flooded floor to 
clean painted floor with equipment in place, all within 
24 hours! That’s a lot to expect of a paint, but Kyanize 
Plastic Floor Paint did it! 


—_ 






































Kyanize Plastic 
Floor Paint 


Kyanize Plastic Floor Paint is perfect for all 
exterior and interior floors of concrete, wood, 
linoleum or rubber tile in home, institution or 
factory. Odorless, dries in 1 hour, scrubbable, 
easily applied, and brush cleans with water. 
Can be applied on a damp surface. For kitch- 
ens, garages, patios, stairways, porches, 
breezeways, anywhere, it’s lime-proof, grease 
and acid resistant. 











Kyan ize PAINTS, INC. 


Everett, Mass. ¢ Springfield, Ill. -= 
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Montreal, Canada 
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“ARISTOCRAT” 
PLASTIC CASE 
VACUUM BOTTLE 


Say it with confidence: 





W e recommend 


It's made by 


ni hell pod 


WOOD MENDER 
FILLER, SEALER 


— ——— 
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COMPANY, BOSTO 
Fills cracks, holes, gouges — 
Can be sawed, planed, sanded 

Holds screws and nails like hardwood 
Dries with minimum shrinkage 
Perfect “related item” for extra sales 
Full 40% dealer profit 


Another quality product by the makers of 
AMBROID and EVERFAST Liquid Cements 


In colorful dispensing cartons of 1 doz. 4-0z. cans 


Retail 40c ea. (Your profit per can, l6c) 


CALL YOUR DISTRIBUTOR NOW or write 


AMBROID CO. INC., &. WEYMOUTH, MASS. 
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TO HELP YOU SELL 





in. table, one 30 x 72-in. aluminum 
table. 


and two new Beauty-Fold 
aluminum folding bridge chairs. 
Dealer receives an extra bridge 


chair free, plus free display. De- 
signed to return profit of 43.6 per- 
cent. Products. 


For more data circle No. 48 on postcard, p. 97 


All-Luminum 


Table and saw package 

Home craftsmen will like this 
power tool bargain. Saw table, 6!» 
in. blade, and an abrasive wheel 
come in a self-display carton that 
describes in detail the product fea- 
tures and customer savings. Nor- 
mally these items would retail for 
$81.85 but in this “Profit Magic” 


save" @ 


ferrs wae 2 
~ Ee a 
** wie CHD 
x n't (ane 2? 


“ee 





package the price is $69.85. Skil 
Corp. 


For more data circle No. 49 on postcard, p. 97 


Dog chain assortment deal 

You can get into the dog chain 
business easily with this 36-piece 
Hodell dog chain starter set com- 
plete with compact self-service mer- 
chandiser. Dog owners will be at- 
tracted by the 67 in. high stand 
done in bright baked enamel colors. 


at " eile 


Rese 








HARDWARE AGE, SEPTEMBER 25, 


Stand base is 15 x 18 in. Starter 
stock of dog leads, choke chain 
collars and exerciser chains retails 
at $36.60, costs you $24.04. Refills 
are available in low cost carton 
units. Hodell Chain Co. Div., Na- 
tional Screw & Mfg. Co. 


For more data circle No. 50 on postcard, p. 97 


Repackaged paint sundry line 
The entire product 
package line has been redesigned. 


Savogran 


Se 


New orange, blue and white pack- 
ages shown were designed as eye 
catchers. Strong family resem- 
blance allows dealers to create at- 
tractive displays of related items. 
Package design is being adapted 
to dealer in-store promotion mate- 
rial, dealer signs, company letter- 
heads, etc. Savogran Co. 


For more data circle No. 51 on postcard, p. 97 


Glue in a pushbutton can 
Nu-Glu is an all-purpose white 
glue now marketed in a push-but- 





container. 


ton A patented nozzle 
seals the container after each ap- 
plication, assuring the user of a 
constantly fresh supply and allow- 
ing full control of the amount of 
glue needed. Nu-Glu comes in a 


self - dispensing counter display 


19586 









































SALES BUILDERS 
from NATIONAL eee 
















































































NATIONAL VINYL-INSERT 
THRESHOLDS 


Provide air-tight fit and combine good 
looks, easy installation, efficiency, low 
price. Heavy-duty vinyl strip is easily in- 
serted after threshold has been fastened 
down. No exposed screws, no hook strips. 
Comes in 3 widths (1%', 32°, 4°)— 
any length. 


TWO-IN-ONE DOORSTOP 
WEATHERSTRIP COMBINATION 


Heavy gauge rolled aluminum moulding 
has vinyl insert which weatherstrips doors 
or windows and assures noiseless closing. 
Aluminum is surface treated to prevent 
oxidation and to provide bond for paint. 
Available in 7° lengths with screws—in- 
stallation holes punched. 


““CASE-TITE” SNAP-ON 
WEATHERSTRIP 


Designed for metal casements and made 
of special spring alloy aluminum. It's in- 
expensive and simple to apply —no nails, 
screws or special tools required. Snaps 
on sash frame and is held firmly by its 
own tension. In bulk (6 lengths), or in cut 
sets for 2, 3, 4 light vents. 


ORDER FROM YOUR JOBBER TODAY 
OR WRITE FOR CATALOG 





NATIONAL METAL 
PRODUCTS COMPANY 





National Metal Products Co. 
2 Gateway Center, Pittsburgh 22, Pa. 
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SMALL 


HARDWARE 
ITEMS 





EASY-T0-SELL 
PROFITS 


CUP HOOKS 


One-Piece Durable 
6 sizes ('/."" to in Nickel and 


Va"") 


o box. %"" size 
carded in? 
popular colors 
plus Nickel and 





UTILITY HOOKS 


Handy self-screw all purpose hook in 
bright plated finishes. 2-to-a-card or 
in boxes of 50. 





ene 9" COAT HOOKS 








foremost producer of itr die Lone 


I 









Lecquered Brass, Nickel, 
Chrome or Bright Iridite 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


mw WING NUTS | 


Bright rustproof were 
4 popular sizes... 
in an attractive oe 
display. Also available in 
k or packaged 
100 to-a-box in o 
complete range of 
thread sizes. 


“@_ VAP NUTS 


Attractively finisned and packed 
in a self-selling counter display 
assortment in 4 popular sizes. 
Also available in bulk or in 
boxes of !00 in all thread 
sizes. 


Jobbers: 


WINDOW HARDWARE, DRAIN COCK KEYS. 


Dealers: See your 
delivery on these and other 
GRC hardware items. 


World's 
161 


ik. 


venue, New Rochelle, N 


NEw Rochelle 3-8600 


12 





Write now for prices and cote- 
leg sheets on GRC's full line of money-making hard- 
wore items, including DRAPERY RINGS, SCREEN & 


jobber salesman for immedicte 












TO HELP YOU SELL 





carton of 12 


this 
| locks from Slaymaker. The lock is 
| securely 


| double-strength fold. Blue, 
-and white cards come pre-priced 


Re- 
Flamemaster 


six-ounce cans. 
tail price is 98 cents. 
Chemicals, Inc. 


For more data circle Ne. 52 on postcard. p. 97 


Screw driver gift sets 


This self-display chrome vana- 
dium 6-piece screw driver gift set 
is the CV-6 with plated and pol- 
ished chrome blades, cross ground 
to exact size. Handles are two- 
tone, deep blue and crystal clear 
plastic. Set includes heavy-duty, 
regular, Recess No. 2 point, 6 and 
3-in. cabinet and midget drivers. 





Packed one set per box. Great Neck 


Saw Manufacturers, Inc. 
For more data circle No. 53 on postcard, p. 97 


| Pilfer-proof carded padiocks 


is discouraged with 
carded line of 


Pilferage 
individually 


attached to its card 
through a special pull-proof, 
black 





'or with a large open price bail. 


| Slaymaker Lock Co. 


For more data circle No. 54 on postcard, p. 97 





Windshield ice removal kit 


Your motorist customers. will 
want this compact kit for cleaning 





ice and snow from the windshield 
and windows of automobiles. Clear- 
Vue Car Kit includes an Osrow 
Sno-Off brush, a rubber squeegee 
for cleaning windows, an_ ice 
scraper and a chemically treated 
cloth to make windows fog resist- 
ant. The package has a clear win- 
dow and fits into glove compart- 


ment. Osrow Products Co., Ine. 


For more data circle No. 55 on postcard, p. $7 


Archery item display rack 


The 
No. 


Salesmaster display unit 
1 has divider bars to separate 





various sizes and weights of arch- 
ery sets as well as books and cross 
bars to display an elaborate array 
of bows and leather goods. Twenty- 
five sets and more than 30 bows 
may be shown on this unit with 
several dozen leather goods items. 
Arrows may be displayed in half- 
dozen, dozen, half-gross and gross 
cartons on supporting tray. Offered 
in three sizes each display is of 
tubular aluminum. Ben Pearson, 
Inc. 


For more data circle No. 56 on postcard, p. 97 


(Resume reading on page 17) 
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“They've been making pick-ups three times 
a day since we started suggesting “ScotcH” 
Brand Masking Tape with every paint sale!”’ 











WITH NEW PYROIL 
TWIN PROFIT PACKS 


Boost Sales and Profits with 
these “do-it-yourself” 
repair products 








FLEX-O-FIX The original amaz- 


ing liquid rubber. Spreads like 
paste, dries waterproof, tough and 
* elastic. Mends and Repairs rub- 
ber boots, galoshes, waders. Mends 
canvas boats, Seals windshield 
leaks, doors, gaskets, Insulates 
electrical terminals and wiring. 
Comes in two colors-all purpose 
BLACK and TAN for the sports- 
& man. Home size tube 59c 





NATIONALLY PUBLICIZED pPyroil products have 
been publicized in over 40 magazines including 
TRUE, FIELD & STREAM, OUTDOOR LIFE, 
ARGOSY, SPORTS AFIELD, etc. 


Hi Tb ¢ 
MET-L-FIX The all new plas- ap, \T MET-CEIX 
tic aluminum in a tube. Dries ste tough mete! 
tough, hard and durable, will ARR S 
not crumble. Repairs, Solders, 
Seals. Can be filed, sanded, dril- 
led and threaded. Has 1001 uses 
around the home, shop, farm 
and the outdoors. Home size 
tube 59c 





Fiex-O-Fix and Met-L-Fix are good impulse 
items. Free display rack when you order 2 doz- 
en from your jobber or write Pyroil Company, 
Inc., Lept. HA-9 La Crosse, Wis. @ Toronto. Can. 
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Rrikeniwkb 
number for 
drop-head pipe dies 
unequaled for fast 
hand threading and 
customer demand! 





I iii OL Nc gama 





























Larger RIEDID Drop- 

Head Dies offer same 

easy work features. 
> TNR, 4” to 1%” 
 12R, 4%’ to 2’”” 


No wonder pipe “pros” have bought hun- 
dreds of thousands of them, the easy way 
they snap into the ratchet ring handle. . . the 
smooth clean way they cut ”’ to 1” threads 
... the quick way the dies reverse for close-to- 
wall threads. Your customers like OOR’s, too 
—order from your Wholesaler today. 


How's the Hardware Business? 





Dealers shift starts of seasonal sales periods 
ahead by weeks and months, earn extra profits 


Many dealers are_ successfully 
shifting the starts of the various 
selling seasons. They’re advancing 
traditional starting dates by sev- 
eral weeks and months, in some 
cases, and showing better profits 
for their efforts. 

Consider these examples: 

In many stores the pre-Christ- 
mas selling season will start this 
year in September, nearly three 
months earlier than the traditional 
post-Thanksgiving date. 

More and more dealers sell power 
lawn mowers in the middle of win- 
ter, long before the spring cutting 
season begins. In fact, a New 
Jersey dealer sold 14 mowers one 
Saturday in February. It was a 
dull day for mower sales because 
of a 25-inch snow fall. 

Barbecues and grills, once 
strictly a spring and summer line, 


are now staples for Christmas gift 
sales in many stores. 

Air conditioners sell well in late 
winter and early spring, months 
ahead of the hot weather period in 
which they are used. 

These examples of early season 
selling are causing other dealers to 
review their promotion schedules 
with an eye to shifting their selling 
seasons. That’s because early sea- 
son promotions offer these benefits: 

(1) An early start on sales. 
Carly promotions get customers 
thinking about the merchandise, 
exposure gets them in a buying 
mood earlier. 

(2) Getting the jump on com- 
petition. Competitors, notably 
chains, are advancing traditional 
seasonal starting dates to skim off 
the cream of the market before the 
peak selling season. Dealers who 


Barbecues and grills were good sellers in late winter for this dealer 
because of early promotion. Dealer is Vincent C. Buttner, partner in 





T. J. Kramer Hardware Co., Bloomfield, N. J. 


start early beat competitors at their 
own game. 

(3) Accumulation of cash _ to 
meet billing dates. Early season 
selling brings in money to discount 
bills on billing dates. Lay-aways 
also bring in cash and an early 
promotion gets lay-away customers 
to buy. 

(4) A guide to reordering. An 
early promotion shows what num- 
bers in a line are the best sellers. 
Dealers can reorder, then, on the 
basis, of customer selections and 
keep the best sellers in stock, mean- 
while letting slow movers work 
themselves off the shelf over a long 
selling season. 


Purchasing agents say 
business is improving 

Business conditions are continu- 
ing to improve. Production and 
new orders are on the rise. So re- 
ports the National Assn. of Pur- 
chasing Agents after its August 
survey. 

According to the associatin, the 
number of purchasing agen.s re- 
porting production and new order 
gains was the highest since the 
summer of 1955. 

Despite recent price increases, 
there is no widespread accumula- 
tion of inventories, the group re- 
ports. 


Variety and mail order 
stores’ July sales up 

Most variety and mail order 
chains reported higher sales in 
July than a year ago. 

Sears, Roebuck & Co, July sales 
were up 2.2 percent. Montgomery 
Ward & Co. reported sales up 1.8 
percent. Sales by Spiegel, Inc., 
were 4.4 percent ahead of last year. 

Among variety chains, sales 
averaged 4.4 percent more than 
last year. Sales ranged from a .7 
percent drop to a 29.8 percent gain. 


Farm population grows 
smaller in eight years 

Farm population is dwindling, 
the Census Bureau reports. 


Latest estimates on farm popula- 
(Continued on page 119) 
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© SWAN carve Host cenreR 


Small Floor 
Space Earns 


BIG PROATS 


for You! 


= 
Swan GARDEN HOSE 


CAN EARN UP TO *"7@40 
PROFIT PER SQUARE FOOT 
IN YOUR STORE DURING 
A SINGLE SEASON! 


Average cost 24 coils Swan Hose $134.00 
Average retail 24 coils Swan Hose $201.00 
Average gross profit 1st turnover $67.00 
Average gross profit 2nd turnover 67.00 
Average gross profit Srd turnover 67.00 
Average gross profit for season $201.00 
Less one Swan Master Merchandiser 10.00 


Average net profit for season $191.00 


$1919°9 = 2% Sq. Feet = $°7 640 


(Per Square Foot) 


ee ra ge ares v 
Sp anieehe on. Tels ee 
{0 AF Ream in a 


Swans handiser Put SWAN HOSE On that 
Measures 0 +x 68” High 2%. Square Feet of “Heavy 
[raffic’’ Floor Space NOW! 





s SWAN RUBBER COMPANY - BUCYRUS, OHIO, U. S. A. 








IT'S EASIER TO SELL OW4@/ GARDEN HOSE 
THAN ANY OTHER KIND 





SWAN-LITE GARDEN HOSE IN 


SWAN STAR DUST COLORS 
No. 8859 


VIRGIN VINYL PLASTIC © LIGHT WEIGHT 
EASY TO HANDLE + DURABLE + BEAUTIFUL 
eoventeed = writing ber S$ veo 





A full ’-inch inside 
diameter 50-Ft. coil 
to retail at 


*qG°> 


SWANLITE 
No. 8700 


A full A6-inch inside 
diameter 50-Ft. coil 
to retail at 


*4iss 


SWANSEAL 
No. 8360 


A full ~Ari6 inch inside 
diameter 50-Ft. coil 
to retail at 


-=3°9> 


SWANSEAL 
Supreme 
No. 8501 


diameter 50-Ft. coil 
to retail at 


$Zi95 


A full ’-inch inside : 


SWANSEAL 
Supreme 
No. 8500 


A full A-inch inside 
diameter 50-Ft. coil 
to retail at 


$aos 


SWANSEAL 
Supreme 
No. 8640 


A full %-inch inside 


jiameter 50-Ft. coil 
to retail at 


$G50 


*S 
SWANSEAL Supreme No. 60 (not illustrated) Full 4" 1.D. SO-Ft. Coil “3 *> 









































And tt§ Much More Profitable! 


SWAN NYL-CORD 
No. 8530 































A full ’-inch inside 
diameter 50-Ft. coil 
to retail at 


79> 


SWAN 
PRESSURE-MESH 
No. 8860 


A full ’-inch inside 
diameter 50-Ft. coil 
to retail at 


i” anata 


SWAN NYL-CORD 
No. 8590 





A full %-inch inside 
diameter 50-Ft. coil 
to retail at 


3°97 22 


SWAN 
PRESSURE-MESH 
No. 8960 


A full %-inch inside 
diameter 50-Ft. coil 
to retail at 


+Q4> 


SWAN NYL-CORD 
No. 8600 





A full % inch inside 
diameter S50-Ft. coil 
to retail at 


MULTI-TUBE SPRINKLER 


to retail at s=339 
for 35-Ft. length 





Swan No. 20 
SPRINKLER-SOAKER 


to retail at *498 


for 50-Ft. length 
















Reinforced Rubber Bese 


SWAN 
SINGLE BRAID BLACK 


ones 


A full ’-inch inside 
diameter 50-Ft. coil 
to retail at 


*G°> 
SWAN 


SINGLE BRAID GREEN 
No. 8051 


A full 9/16-inch inside 
diameter 50-Ft. coil 
to retail at 


$95 




















SWAN 
| SINGLE BRAID GREEN 
8 ) No. 8100 
= WW, Pc A full %-inch inside 
RUBBER HOSE diameter 50-Ft. coil 


to retail at 


*eo5 
SWAN 


SINGLE BRAID RED 
No. 8101 


A full %-inch inside 
diameter 50-Ft. coil 
to retail at 


$+Q95 
SWAN 


DOUBLE BRAID GREEN 
No. 8190 





4 A full %-inch inside 
diameter 50-Ft. coil 
to retail at 


+4=39°5 





> 


HEAVY DUTY GARDEN HOSE 


No. 205 No. 206 


A full %-inch inside A full 1-inch inside 
diameter 50-Ft. coil diameter 50-Ft. coil 
to retail at to retail at 


SWAN 


16295 *250o 














tion put the figure at 20.8 million. 
This compares with 25 million in 
1950. The decrease is almost 17 
percent. 


Hardware store sales 
$227 million in July 


July retail hardware store sales 
were $227 million, the Department 
of Commerce reports. This is $11 
million or 4.63 percent less than 
in July, 1957, and $23 million or 
9.20 percent less than July volume 
in 1956. 

The July sales volume was $1] 
million or 4.63 percent less than 
June, 1958, sales. 

Here are the Commerce Dept. 
unadjusted estimates of retail 
hardware store sales for the last 
three years: 


(millions of dollars) 


1958 1957 1956 
January $172 $163 $175 


February 154 174 171 
March 178 208 207 
April 224 221 227 
May 257 253 266 
June 238 248 275 
July 227 238 250 


Seven-month 
total $1,450 $1,525 $1,571 











August ee 234 251 
September oe 225 245 
October 240 258 
November 229 254 
December 283 314 

Total 52.736 $2,893 


Lawn-Boy ‘59 Line Has 
1-Yr. Service Warranty 

A 12-month service warranty 
covers the entire 1959 line of 
Lawn-Boy rotary power mowers 
and its rider-mower vehicle, the 
Loafer. The rotary power mower 
line was introduced early this 
month. 

Improved and greatly expanded 
service facilities in the field make 
possible this first one-year factory 
service warranty for power mow- 
ers, Robert C. Floersch, manager 
of Lawn-Boy, a division of Out- 
board Marine Corp., points out. 
Lawn-Boy has more than 3500 au- 
thorized service stations through- 
out the country. 
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DRAMATIC PACKAGING 
makes HA specialties 


SO EASY 
TO CHOOSE 
AND BUY 


Few who see this dazzling array of sparkling 
hardware conveniences can resist stopping and 
) Shopping! It's fun to select the many wanted 
items! (A/-H COMPAKS have quality, distinc- 
tion, practicality—everything to attract shoppers 
who buy fast, vet who want to see at a glance 
what they're seeking 
—everything to pro- 
mote impulse buying, 
to quicken turnover, to 
increase profits for 
you. Get the complete 
#8801 chrome 
and brass assortment, 
including 
FREE 
SALES-MAKING 
REVOLVING DISPLAY 








AARP WARE SUERTE AC 
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WESSEL HARDWARE CORP. 


919-931 N. Sth St., Philadelphia 23, Pa. 
In Canada: Geo. S. Hall Co., 25 Grenville St., Toronto 1 
Export: Hall & Reis, Inc., 165 Broadway, New York 6& 


WISSOTAS | LOW COST 
SKATE SHARPENER 


WILL BOOST 
YOUR PROFITS! 


* BALL BEARINGS 
* MODERN DESIGN 


* FOR ALL SKATE TYPES 


The improved Model SA6 Skate Hold- 
er shown with grinder comes das 
regular equipment with all Wissota 
Skate Sharpeners. Also may be pur- 
chased separately. It has a wide 
and accurate range of adjustment 
The skate is rigidly clamped to pre- 
vent movement or chatter. Bottom 
surface is carefully machined 


A small investment now in a new Wissota Skate Sharpener will mean bigger repair 
department profits and more store traffic this fall and winter! Easily and accurately 


sharpens regular hollow ground hockey, specially deep ground figures, or flat ground 
narrow blade skates. 


NOT ONLY A SKATE SHARPENER —the Model SIOM shown above may also be 
used as an all around Tool Grinder! A wire brush wheel, saw gumming wheel or cloth 
buffer may easily be substituted. A sickle cone may be used for sharpening mowing 
machine sections, using any Wissota Sickle Holder. 

The Wissota SIOM Skate Sharpener unit is mounted on a special board, complete with 
holder, two surface plates on which holder slides, a 1/3 H.P. heavy duty motor (packed 
separately), three vitrified grinding wheels and two V-belts for the two separately 
driven spindles. Three wheels as follows: 7xl%x%s for flat grinding, 5xlx™% for regular 
hollow grinding. 3xlx*°* for deep contour hollow grinding. 








For Flat or Hollow Grinding! 


S10M Skate Sharpener, Complete 
$10 Skate Sharpener, Less Motor 
SA6 Skate Holder, Only (Also sold separately) 


WissoTa® 


% ORDER NOW FROM YOUR JOBBER 
OR WRITE FOR DETAILS! 


DEPT. A 
MINNEAPOLIS 4, 


MINNESOTA 
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the only complete 
line of quality 
caulking products 


The modern caulk, 
Super-elastic . . ap- 
plies easier, better, 
faster. All colors. 


FOIL CARTRIDGES 





BULK 





Speeds loading of bulk caulk, 
without fuss or mess. 


~ PRECISION GUNS — 


Full Barrel = 
in all sizes including 
new aluminum barrel models, 


Caulking Gun Pressure iy 














Drop-in 
Cartridge Guns 


for 842” and 10” cartridges. 


Air Pressure Guns also available 














GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Hold Mest Handle: 


GIBSON GOOD TOOLS, INC., Sidney 6, N. Y. 

















CHAIR-LOC 


Amazing New Liquid 
A S-W-E-L-L-S Wood 


® Penetrates wood fibre— 


permanently. 


® Quickest and easiest way 
to fix loose chair rungs, 
legs, handles, 
deve-tails, ete. 


dowels, 


Write for Free Samples and 
Literature 

CHAIR-LOC CO. 

Lakehurst 3, N. J. 








45 Years 


The Quality Standard for Over 









METAL POLISH 


Cleans copper, brass, chrome, 
stainiess steel and aluminum. 
Every sale a sure “repeat” 
customer. 

Write for Catalog Pages and Prices 


BOYER CHEMICAL CO. 
1611 Church St., Evanston, Ill. 


metal 
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Our Own fall catalog 
orders reach 800,000 


Dealer orders have reached 800,- 
000 for a new fall catalog prepared 


_by Our Own Hardware Co., dealer- 


| owned 


| consumer 


wholesaler, Minneapolis. 
This is a record, the company said. 

Distribution of the 32-page color 
mailer will continue 


' through September. Theme of cata- 
_ log is “Super Savers” for fall, 1958. 
'and this is borne out by several 
' dozen sale-priced items and lines. 


Space is left on the cover page 


for dealers to print their names. 


| ceptionally 





Catalog features housewares, tools 
and paint, appliances, and sporting 
goods. 

“The overall outlook for business 
this fall, and for our catalog, is ex- 
good,” the company 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 
















at 
said. 
“exceptionally 
pects for the area served by Our 
Own. 


This outlook is based upon 


good” crop. pros- 





Promotions 








Deming has mail piece 
to promote pump sales 
Here’s a mailer from the Dem- 
ing Co., Salem, Ohio, to help you 
sell water pumps. 
A return card tells you that the 


'customer wants you to call and 


makes them e-x-p-a-n-d | 


study his water system require- 
ments; builds up a list of pros- 
pects. 

The 6 system line of Deming 


' tanks and pumps is described and 


A Fast-Selling impulse item | 


the customer is shown the advan- 
tages of plenty of water and plenty 
of pressure, plus dependability. 


GE contest to boost 


outdoor light sales 


The General Electric Co. will 


sponsor its annual $5,000 Nation- 
_wide Residential Christmas Light- 
ing Contest to help you increase 


sales of lighting and other out- 
door decorations this season. 
The booklet, “How To Conduct 


Your Christmas Lighting Contest,” 


Manufacturers’ New Merchandising Plans 





can be obtained from GE. It tells 
how to start a contest in your 
community in co-operation with 


civic organizations and gain eligi- 
bility in the national contest. 
Cash prizes will be awarded to 
home owners and 22 civic or- 
ganizations. Both the winning 
home owners and their sponsoring 
organizations share in the prize 
money. 


22 


Mickey Mantle heads up 
Weller fall promotion 


Baseball star Mickey Mantle 
will participate in a nation-wide 
fall and Christmas sales campaign 
of the Weller Electric Corp., 
Easton, Pa., power tool manufac- 
turer. 

Weller Electric is launching this 
campaign to be its strongest adver- 
tising and publicity program in its 
history. Mantle, a do-it-yourself 
enthusiast, is endorsing Weller 
soldering guns, power sanders and 
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sabre saws for hobbyists and the 
home - improvement trade, and 
spearheads the company’s “Weller 
is the Seller” campaign which of- 
ficially opens with the National 
Hardware Show next week. 

Promotional activities include 
Mantle in a national advertising 
campaign in consumer newspapers 
and magazines. 


Reo's $10,000 jackpot 
sparks ‘59 mower line 


The Motor Wheel Corp., maker 
of Reo power mowers, announced 
a “Mow-Athon” promotion em: 
phasizing the quality and durabil- 
ity of Reo mowers to promote its 
1959 mower line. 

The customer 
model Reo mower. He qualifies for 
the jackpot if he can show that 
his mower is in good working or- 
der, after normal use, for 8 years. 
In 1967, qualifiers share the $10.- 
000 jackpot. 


buys any 1959 


Reynolds to advertise 
on eight TV programs 

Reynolds Metals Co. will adver- 
tise on 8 network programs this 
season to promote its products. 

“Walt Disney Presents,” an adult 
evening show, will be shown every 
Friday night. “All Star Golf” will 
be on Saturday afternoons. Ad- 
vertising is designed to accelerate 
public preference for aluminum 
products. 

teynolds Wrap will be featured 
on three daytime shows, with tie- 
in commercials on three other day- 
time shows. These are the Peter 
Lind Hayes Show, Liberace Show, 





eg 
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LINE-O-HEAT 


Line-O-Heat is tough, rugged, depend- 
able . . . cam take a beating and keep 
on heating! Easy to install and, prop- 
erly used, will keep pipes, pumps, etc., 
from freezing in coldest weather. Inex- 
pensive to buy and can be operated for 
as little as a penny a day. Ten lengths 
from 4 to 80’ for use on 120-volt service 
retail from $2.40. Also, longer lengths 
are available for use on 240 volts. 
a ya 





the SMITH-GATES Corp. 


You make more because you sell more 


LINE-O-HEAT 


Largest-Selling Heating Tape in the World 








LINE-O-HEAT 


And now Smith-Gates has combined the 
best heating tape with a sentitive, snap- 
action, built-in thermostat which allows 
electricity to be used only when needed. 


Thermostat is factory set to automati- 
cally prevent freezing. U/L and C.S.A. 
approved switch prevents radio-TV inter- 
ference. Both Line-O-Heat and the ther- 
mostat are ruggedly constructed to give 
peak performance for years. Ten lengths 
from 4 to 80’ for use on 120-volt service 
retail from $6.90. 










i 
THERMOSTAT FOR USE s INSULATION KIT TO KEEP 
WITH LINE-O-HEAT ; HEAT ON THE PIPE 

ADJUSTAT — Adjust- i 1 he Se INSULATION KIT— 
able thermostat which ’ > ee Keeps Line-O-Heat op- 
makes use of Line-O- 5 . erating cost low by. 
Heat automatic, re- 5 aA a. reducing heat loss. 
duces Operating cost. Roe = > Enough for 20’ of 4” 
Retail price, $6.95. ss a pipe, $1.00. 


e Farmington, Conn. 














New Merchandising Ideas 

Looking for more profits, bet- 
ter salesmanship? Hundreds of 
dealers have used this Hardware 
Age reprint as a source of ideas 
for sales training meetings, etc. 


Planning a Self-Service Store 


15¢ ea. 
Here is a detailed report on how one 
Tirm pionned ifs Tirst tu selt-serv 
store Lorae photos strote specic 
tixtures, price rai Hondlinae 
= roy c hen ahal- ta ~ > rr) for “~ 
cng ges ' Oud X CUA-OU “ c UGE 
specia packoging metnods. efc. ore 
ali covered. |6 pages. 


order copies from 
Editorial Reprint Service 


HARDWARE AGE 
Chestnut & 56th Sts., Phila. 39, Pa. 


Cash must accompany order 














Only 
DURO 
The Original 


PLASTIC 














ALUMINUM 
is in the 
award winning 


SHOW-PAK 
WOODHILL CHEMICAL ©. 
1391 &. 34th Se. 
Cleveland, 0. 
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Wont Freeze 


Outdoor water service 
the year around without 
danger of freezing or 
bursting pipes. Shutoff 
valve is below frost line. 
All brass and copper. 


Order 
from your 


Write today 
for Bulletin 


STRATAFLO PRODUCTS, INC. 
FORT WAYNE. INDIANA 









rr?) 


So many 
uses around the 
house, shop and boat... 


; a7 
a . 
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Versatile QUIXOL*® is loaded 
with sales appeal — it does so 
many jobs so well. And it’s 
a superior water-free shellac 


thinner and solvent. 
What’s more — QUIXOL’s 


modern, convenient, factory- 
packaging saves spillage, 
evaporation losses and exces- 
sive handling costs that go 
















with old-style bulk solvents. 


Plan now to get your share of 
the repeat business and extra 
profits enjoyed by QUIXOL 
dealers! Specify versatile 
QUIXOL on your next order! 
And don’t forget QUAKER- 
SOL®, the shellac thinner 
that builds business, another 
CSC top quality product. 


COMMERCIAL SOLVENTS CORPORATION, Specialties Department 











' 
| 260 Madison Avenue, New York 16, N. Y. 
| Please send free folder on [] QUIXOL and [] Quakersor | 
| and the name of my nearest supplier. | 
| Pe idiietenehcninrciapsinetibhacesctiestesacestiink 
| IIIT iictiltihidianes custeday backsiaslabuniten ciednddiaiaiininatmasbansseseemmneneadiiuneitinnsi 
(|S EES PRS er ne Se acs PRCA DED ee | 
| ie Ni pce aa a Zone........State | 
: We are a [| Retail Dealer [] Wholesale Distributor : 


WESTERN WIRE protects the Plumber 
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Neo SHARP EDGES 











ESSAFE-T-EDGE | 


perforated hanger bar 
SPEEDS THE JOB—SAVES HANDS! 


Another improved Western Wire 5 
product—at no increase in cost! All 
sharp edges removed from SAFE-T- 
EDGE. Work flows faster! Modern 
packaging reduces “handling” time 
for everyone! Speeds inventory! 
Order SAFE-T-EDGE from Western 
















Wire Products Company! HANDY 
PACKAGES 
Pull fr bo 
OTHER IMPROVED ps i 


PLUMBING PRODUCTS 


WIRE PIPE HOOKS—Standard 
and Thrift. Plain and Coppered. 
FLATTENED LAG SCREWS with bolts. 
HANDY ANDY VISE STANDS 
COTTER PINS—All sizes. 


50° and 100’ coils. 
Plain or galvanized. 
No. 5/0—%/,x24 GAUGE 
No. 0000—*/,x22 GAUGE 
No. 000—*/,x20 GAUGE 
No. 00—%/,x18 GAUGE 
Larger Sizes up to 1'%"'x12 Gauge 


SEND FOR CATALOG +191 So ae ye Se 






Ye ee ee, ee, ee 


PRODUCTS cCOMPAN Y 
S 7... thee t @ MISSOURI! 


MILLIONS of BUYERS are URGED to 
buy KEY-BAK Key Reels from YOU! 


Put them on your counter! Watch them Sell! 

















POPULAR MECHANICS, SCIENCE & ME- 
CHANICS, MECHANICS ILLUSTRATED and 
other National magazines tel! the story of 
KEY-BAK Key Reels to MILLIONS of pros- 
pects. Your customers are URGED to get 
KEY-BAKs from YOU! It will pay you to 
get a stock of KEY-BAK Key Reels from 
your jobber; place them on the counter 
and WATCH THEM SELL! 












KEY-BAK Key Ree! is 
worn on the belt. It 
carries keys and other 
small objects on a 24’ 
long steel chain 
Swedish clock spring 
reels in the chain and 
keeps keys safely at the 
wearer's Side 


-_—" 


Pocket-watch size 
Sturdily constructed 
Highly polished chrome 
finish. GUARANTEED! 
MODEL 3, Belt-loop 
model. MODEL 5 
Beit-clip mode! 





ORDER FROM JOBBER! 


If your jobber doesn’t carry 
KEY-BAK write us. Come 
packed 6 to Display-Card or 
12 to Display Box 


West of Mississippi: East of Mississippi: 

LUMMIS MFG. CO. CTL COMPANY 

2242 E. Foothill Bivd. 1710 W. Stewart Ave. 
Pasadena, Calif. Wausau, Wisconsin 





Over A Million Key-Baks Sold! 
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“For Better, for Worse,” “The which will appear on Dec. 6, pack- mats to tie-in with national ad 
Man in Your Life,” “Jig Jag” and age stuffers, value tags, and ad tising. 


“Beat the Clock.” 





Stanley electric tools For Christmas... 
in Christmas promotion ‘2 


Dealers will be interested in a 
many-sided electric tool promotion 
by Stanley Electric Tool Div., the 
Stanley Works, New Britain. to 
boost Christmas sales. 

A complete merchandising unit, 
called the No. H-9 Christmas unit, 
offers dealers $11.20 worth of tools 
free. 








P 
uss H75 SABRE SAW 
ef P HEAVY-DUTY — Cuts right up to o «co . 
4 : md umber’ Use for scro porte ‘Ss 
. i wood, stee!, rubber, veneers 
“at. - CHRISTMAS SPECIAL $54.50 
tJ 4 * WITH 7 FREE BLADES WORTH $4.90 









H36 Orbital Sander * 


HEAVY-DUTY 
nostedt 











No. H-9 costs dealers $115.06; | nk 
and includes: 1 sabre saw, No. H75 BIG POWER TOOL VALUES! 00 Valve * 
Coat PERE Fee) > FVOe Ve a Free Gifts From Stanley Claus an Va" DRILL -— H131 
saw blades (list, $4.90); 1 orbital ida wethindhd "stents noes ay Bape eb App ee 
sander, No. H36 (list, $54.95); 24 tas ter only $04.98, Pen 36 «984.90 ond 7 epee! © — 
free sheets of abrasive paper (list, aes. cael wae nate ont 


$2): 1 14-in. drill, No. H1132 (list. r * Bapias.* 


$29.95) ; 1 free Swirlaway sanding hin Geet aah pueia ap weet 90 
attachment (list, $4.30); and 1 ™%4- $20.95 Mew Su ow ave 
in. drill, No. H131 (special Christ- ccieek shane one winen. anita tens 
mas list, $24.95). ioraeas Doeasee ooeetzn sen 








MEAVY 


Ve DRUL—H1I132 


O RPM for beh woeed 4 





‘ 
CHRISTMAS SPECIAL $29 95 





The H-9 unit includes, in addi- 
tion to free merchandise, consumer DEALER NAME 
literature, four-color display fea- 





—* New Swerleway Sending Attachment Werth $4.30-—Fate 9 <i 
: : 
BF SIRE TO SEE OUR OTHER a 
E E . 
> 
. 


STANLEY VALUES FOR HRISTMAS 
YEAR ‘ROUND PLEASURE 





ver- 








DEALER NAME 











turing Saturday Evening Post ad 


make 
it 
easy 
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i 
FOR YOURSELF! Use Hirsh Standard Steel 


Uprights and your own lumber, and with a mini- 
mum of time and effort you can have Deluxe 
Shelving. If you can use a screwdriver, there is no 
faster and simpler way to get into “self-service” 
display with professional results. Completely ad- 
justable—and the over-all ‘‘do-it-yourself” costis 
much less than what you would pay for custom 
shelving. You'll sell more with Hirsh Display 
equipment. 


FOR YOUR CUSTOMERS! You bring to them 











the very latest in merchandise display. Every item is virtually at their Pee ere eee ee ee eee = 


fingertips. No fumbling—no turning stock into shambles. With Hirsh 
Uprights everything is properly displayed—making shopping much 
easier for the customer. The over-all neatness of your store provides 
a sales stimulant with impulse buying playing a greater part in your 
sales picture. 


5. A. HIRSH MFG. CO. 


8051 Central Pork Avenue, Skokie, III. 
“THE SHELVING PEOPLE’’ 





| S. A. HIRSH MFG. CO., 8051 Central Park Ave., 


Skokie, lilinois 


GENTLEMEN: Please send me literature describing Hirsh 
Standard Stee! Shelving Uprights. 


Name 





Company 





Address 





City Zone a 
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News About Dealers: Rosinski Store Is Now 
Midtown Hardware; Second Moats Store Open 





Lackawanna, N. Y.—MIp- 
TOWN HARDWARE is the new 
name of the former Rosinski 
Hardware Co. Assets of the 
company were recently pur- 
chased by Thaddeus L. 
Swiec. Mr. Swiec was sales 
manager of the Rosinski 
store for 20 years. “I shall 
continue to deal with the 
firms with whom this store 





had such good business rela- 
tions,” the new owner said. 


Cary, Ill.— Moats Harp- 
WARE & APPLIANCES is a new 
5000 sq ft store opened in 
the new Fox Valley Shop- 
ping Center by Don Moats. 
Walter Higgins will manage 
the new store. Mr. Moats 

(Continued on page 128) 





Hall Wholesale Co. Is Liquidating After 
15-Year History; Dealers Buying Stocks 


Tom Hall, president of 
Hall Wholesale Co., Inc., 
Dallas, has announced that 
the business is being liqui- 
dated. 

Inventory of the 15-year 
old wholesale house is being 
sold to dealers who have 
been buying from the com- 


pany. 

“We can no longer 
weather the storm of all 
sorts of competition,” Mr. 


Hall said in an announce- 
ment to the Texas Whole- 
sale Hardware Assn. 

Mr. Hall will pursue duties 
in the registered polled Here- 
ford Cattle business at Dal- 
las. 

Mr. Hall’s hardware career 
spans 42 years. He began 
with Butler Brothers in 1916, 
and joined Huey & Philp in 
1935. Eight years later Mr. 
Hall established Hall Whole- 
sale Co. 





Greer Hardware Wins Show Window Contest 


7 A MERE LFF SAVER 
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FALL CATV UMMNOR BOCK: 
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Paul L. Bernhardt of Greer Hardware Co., Salisbury, N. C., has won © 


the window display contest sponsored by the Falls City Div., Stratton 
& Terstegge Co., Louisville, Ky. Mr. Bernhardt and a guest get an 
all expense paid flying trip for one week in Mexico City. Jobber 
salesman, John L. Williams of Watkins-Cottrell Co., Richmond, Va. 
and jobber buyer, J. T. Weimer, also of Watkins-Cottrell, and their 
guests will also get the trip. Winning window is shown here. 
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Cotter Buys Building 
For New Warehouse 


Cotter & Co., dealer-owned 
wholesaler of Chicago, has 
purchased a four-story ware- 
house building at 2740 N. 
Clybourne St. 

The building contains 200,- 
000 sq ft and will give the 
company about 50 per cent 
more cubic content than its 
present quarters in the North 
Pier Terminal. 

The new warehouse (see 
accompanying photo) has a 
10-car railroad siding, floor- 











level truck docks that will 
handle 30 trucks, and a park- 
ing lot for 100 cars. 

The building was bought 
from the North Pier Ter- 
minal Co. and will be mod- 
ernized and air conditioning 
will be installed in the office 
area. A new conveyor system 
is also planned. 

The wholesale company 
plans to move its stock and 
offices to the new building in 
December and January. This 
is the first move the firm has 
made since it was formed in 
1948. 





This building has been purchased by Cotter & Co., for its new offices 
and warehouse. It is located at 2740 N. Clybourne, Chicago, and 
contains 200,000 sq ft. 





Mall Brand Saws, Tools 
Become Remington Soon 


Chain saws and other 
portable gasoline, electric 
and air powered tools which 
have borne the Mall Tool Co. 
label will now be made and 
sold under the Remington 
name. 

Mall Tool Co. has been a 
wholly-owned subsidiary of 
Remington Arms Co., Inc., 
Bridgeport, Conn. As of 
Sept. 30, 1958, Mall, as a 
separate corporate entity, 


HARDWARE 


will be dissolved. All of 
Mall’s domestic and Canadi- 
an assets and obligations 
will be assigned to Reming- 
ton. 


Maier Of McKinney 


Rudolph M. Maier has 
been appointed manager of 
product development for 
McKinney Mfg. Co., Pitts- 
burgh. Mr. Maier was Mc- 
Kinney representative in 
southwestern Ohio, Indiana 
and Kentucky. 
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J. Louda Heads New 
Detroit Subsidiary 


Joseph Louda has _ been 
appointed sales manager of 
the newly formed Lawnmas- 


ter Co., a subsidiary of 
Detroit Harvester Co. The 
new firm will make a com- 


plete line of power mowers 
for the promotional mower 
field. They’ll be available for 
1959. 

Mr. Louda was sales man- 


ager of Moto-Mower, Inc. 
before moving to the new 
firm. He has been instru- 


mental in designing the new 
line for Lawnmaster. 


Hope Buys Prescott 


Hope Engineering Co., 
Mankato, Minn., fishing 
tackle maker, has purchased 
Prescott Spinner Co., St. 
Paul. The Prescott line will 
be under the firm name of 
Prescott Spinner Div. of 
Hope Engineering Co. All 
operations will be handled 
in Mankato. 


Lee Hardware Appoints 
Phipps Sales Manager 


Herbert H. Phipps has 
been appointed sales man- 





HERBERT H. PHIPPS 


ager of The Lee Hardware 
Co., hardware wholesaler at 
Shreveport, La., to succeed 
the late Woodrow H. Mor- 
gan. 

Mr. Phipps, with Lee 
Hardware for 32 years, rep- 
resented the company on a 
sales territory with head- 
quarters at Mineola, Texas. 








“oe 


Here's traffic at the Beck & Gregg dealer show. 
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Wholesalers to Study Import Sales Effects 
and Future Sales Programs at Atlantic City 


John W. Sheffield, Sheffield 
Hardware Co., Americus, 
Ga., wholesaler, and member 
of the National Wholesale 
Hardware Assn. executive 
committee, will report on the 
effect of import line sales on 
American hardware firms at 
the Atlantic City convention, 
Oct. 5-8. 

He will make his report at 
the Oct. 6 morning session of 
NWHA during its joint con- 
vention with the American 
Hardware Manufacturers 
Assn. and the National Assn. 
of Sheet Metal Distributors. 

Russell R. Mueller, Indian- 
apolis, managing director of 
National Retail Hardware 
Assn., will talk at the same 
session on “Turnover to 
Profits.” 

Here are other details on 


the convention. (See H. A., 
Sept. 11, 1958, pp. 391.) 

The open session of 
NASMD, the morning of 
Oct. 6, will study new prod- 
ucts and methods, employee 
and public relations, sales- 
men’s productivity, balanced 
inventories and_ collection 
problems. 

John J. Worley, Jr., N. B. 
Handy Co., Lynchburg, Va., 
chairman, product and infor- 
mation committee, will re- 
port on new products and 
methods. 

Employee and public re- 
lations will be discussed by 
Robert W. Mason, McDermid 
Bros. Ltd., Toronto; Noel E. 
Girard, Girard Steel Supply 
Co., St. Paul; John Y. Petrie, 
Famous Furnace Co., Cleve- 

(Continued on page 128) 





Record Attendance Views Fall Lines At 


SOS 


Nk 


Beck & Gregg’s Four-Day Dealer Show 


When a wholesaler’s 
dealer-show attendance in- 
creases by 50 per cent, that’s 
news. 

Last year there were 600 
dealers at the fall-lines show- 
ing of Beck & Gregg Hard- 


ware Co. Atlanta whole- 
saler. 

This year the number was 
900. 

“And they were buying 


dealers.” said James J. Au- 
trey, vice-president. 

Show opened Aug. 31, and 
closed Sept. 3. It was open 
each day and evening, with 
150 manufacturers exhibit- 
ing in 100 booths. 

“The buyers were enthusi- 
astic,” Mr. Autrey said, “and 
the outstanding buying was 
in power tools, and general 
housewares, electrical and 
non-electrical.” 
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THERMDSs. 


COMBINATION 
TIP PROTECTOR 
AND SHOCK 
IN =¥40) -1=} 24” 








NEW “SILENT 8" 
Large diameter wheels with 
long-lasting rubber tires. 
y, safe, 
teed. 
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Guarantee 


Double Ball-Bearing Wheels 
Exclusive hard tempered wheels 












ive amazing performance. 
Esha to the Shoe” comfort rubber- 
lance bring extra sales. wheeled 















Many other models to choose 
from. 


in 3-Color Self-Selling Packages—SEE YOUR JOBBER 
HUSTLER CORPORATION — Sterling, Hlinois 











This is the Year for 


TOP VALUE 


and MOSSBERG has it! 


* Rifles 
° Shotguns 
* Telescopic Sights 


FREE Send for Catalog 


of values that always sell 


0. F. MOSSBERG & SONS, INC. 
81609 St. John St., New Haven 5, Conn. 
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-News of the Trade— 


Litchfield Appointed 
Goodall Sales Manager 


John P. Litchfield has been 
appointed sales manager of 
Goodall Mfg. Co., Warrens- 
burg, Mo., and Goodall Sales 
Corp., Minneapolis, Minn. 

Mr. Litchfield has been in 
charge of the sales promo- 
tion and advertising depart- 
ments of the firms for the 
past three years. Before join- 
ing Goodall, he was active in 
the distributor and _ retail 
fields of the power mower in- 
dustry. 





JOHN P. LITCHFIELD 





brief reports of 


MANUFACTURERS SALESMEN 


@ DeWalt Div., American Machine & Foundry Co., Lan- 
caster, Pa.—Jack Wyatt, formerly of Osalid Div., General 
Analine Corp., to district sales manager for most of Ohio. 
Mr. Wyatt, who joined DeWalt in July, will headquarter in 
Cleveland. 





@ Sanson & Rowland, Inc., Philadelphia—Robert MT. 
Wheeler, Sr., former buyer for Radio Condenser Co., Cam- 
den, N. J., to sales correspondent. Mr. Wheeler previously 
served 31 years as an eastern representative of American 
Chain & Cable Co., Inc., Bridgeport, Conn. 


@ Jacobsen Mfg. Co., Racine, Wis.—Stuart H. Brown to 
district manager for Oklahoma, Kansas, New Mexico and 
Colorado. Mr. Brown formerly covered the Southwest for 
the past seven years as a district manager. 

@ Fulton Bag & Cotton Mills, Atlanta—Jay Stang, Los 
Angeles, to southern California; C. E. Commins, Atlanta, 
to home office sales staff. 


@ Capewell Mfg. Co., Hartford, Conn.—James D. Quirk to 
sales manager in the St. Louis area. 


@ Valspar Corp., Ardmore, Pa.—W. L. Bruhn, who joined 


| the company in 1929 and left six years ago to be a Valspar 
_ distributor, to western trade sales manager with headquar- 





ters in Chicago. 


@ Rust-Oleum Corp., Evanston, Il].—Richard J. Altier to 


| central and northern New York state as assistant to John 


P. Moran. 


@ Arvin Industries, Inc., Columbus, Ind.—George St. John, 
former district manager for Ohio and eastern Michigan, to 


_manager for Chicago, Milwaukee, northern Indiana and 
| western Michigan; F. Palmer McMahan, former district 





manager in Indiana and Illinois, to district manager for 
Texas, Louisiana and Mississippi. 


| @ Adelphi Paint & Color Works, Inc., Ozone Park, N. Y.— 


| John Pollitt, new salesman. 


@ McKinney Mfg. Co., Pittsburgh, Pa.—Alan E. Ryder to 
New Orleans. 


@ North & Judd Mfg. Co., New Britain, Conn.—Joseph L. 
Pangle takes charge of the new Jackson, Miss., headquar- 
ters. He will cover Alabama, Arkansas, Louisiana, Missis- 
sippi and parts of Tennessee, Florida and Missouri. 


@ Yard-Man, Inc., Jackson, Mich.—Richard Overy, for- 


merly of Clinton Engines, to factory field representative for 
the sales and service departments. 
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News of the Trade 


news in brief of 


MANUFACTURERS’ AGENTS 





LAWSON 


J. F. WHITAKER RICHARDS 


® Thomas H. Beil, manufacturers’ representative of Read- 
ing, Pa., has been joined by Joseph F. Whitaker to form a 
new organization called Beil & Whitaker, Inc. Offices will 
be in Reading and Bethlehem, Pa., to cover eastern Pennsy!- 
vania except Philadelphia. Mr. Whitaker was vice-president 
of sales for Weller Electric Corp., Easton, Pa. 


® Harry W. Thener, Dallas manufacturers’ representative, 
has been joined by H. Lawson Richards as an associate. Mr. 
Richards was sporting goods buyer for the Dallas branch 
of Peaslee-Gaulbert Corp., sporting goods buyer for Moore- 
Handley Hardware Co., Birmingham wholesaler. Mr. Rich- 
ards will assist in covering Texas, Louisiana, Oklahoma and 
Arkansas. 


® Jacobsen Mfg. Co., Racine, Wis.—William J. Lindsey, 
20-year veteran of the power mower industry, to district 
manager covering Iowa and Nebraska. 


©e H. B. Ives Co.. New Haven, Conn.—John Grinnon 





of 


Honolulu representative for builders’ hardware in Hawaii. | 


© Lawnmaster Co., Richmond, Ind.—W. L. Thayer, formerly 
with Moto-Mower, Inc., to regional manager for the south- 
eastern area with headquarters in Atlanta. 


® Robert Mikola sales agency has been formed by Robert 


Mikola, former sales promotion and advertising manager | 


of Igoe Brothers Inc., New York wholesaler. From his head- 


quarters at 221 E. 5th St., Brooklyn, Mr. Mikola will cover | 


metropolitan New York and New Jersey. Present accounts 
include Kay-Tite Co., Inc. and Nomar Products Inc. Mr. 
Mikola has also been associated with Phoenix Hardware 
Co., Newark wholesaler. 


@ Mac S. Krasnow & Associates, Los Angeles agency, is 
now covering Hawaii in addition to California, Arizona, and 
Nevada. 


@ West Georgia Mills, Whitesburg, Ga.—Denver area to 
S & R Associates, Inc., Denver, for its Nova line. 


@ Gries Reproducer Corp., New Rochelle, N. Y.—south- 
eastern New York to Willis M. Lester, Nyack, N. Y., for 
GRC industrial fasteners line, die cast zinc alloy and molded 
nylon consumer hardware products, and standard products 
in bulk. 


@ American Biltrite Rubber Co., Chelsea, Mass.—southern 
Illinois, lowa, Kansas, Missouri, and Nebraska to Sup-Ro 
Sales Co., Kansas City, Mo., for plastic and rubber garden 
hose. 
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New PeNN REEL 
witH JET-SPEED 
RETRIEVE 





JIGMASTER wo. 500 








ITS 4 to 1 GEAR RATIO, plus 
OVER-SIZE ARBOR imparts 


IRRESISTIBLE ACTION 


Send for Catalog No. 22 D 
ORDER FROM YOUR JOBBER 


PHILA. 32, PA. 























REFLECTING 
ALUMINUM 


LETTERS 


Outsell because they Outlast! 


America’s easiest to read letters—night or day. 
Won't fade, break or fall apart. Highest 
quality aluminum, enamel, and light reflecting 
beads. Preferred, coast to 
coast, for name plates and signs 
in offices, factories, stores, restaurants, 
and homes. Good for boat marking, too. Midget and jumbo sizes. 


With each assortment, one salesmak- 
FREE! ing all-metal Display Rack — fits 
extra easy-come profits—order from your jobber today. 


a foot of space. Ring up Hy-Ko’'s 
HY-KO PRODUCTS CO..,Clevelend 3, Ohio 


eine 
us 

















The Halimerk of 
Better Letters. 
Signs, Numbers’ 














The Most Dramatic 


> PADLOCK PACKAGE 


lay 


LOCK co. 


in the world... 


World's Largest 


Producer of 
Brass Padlocks 


TELA 


LANCASTER, PA. 
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News About Dealers: 





(Continued from page 124) 


continues operation of Moats 
Hardware in Crystal Lake, 
Ill. Gifts and free drawings 
for merchandise were fea- 
tures of the opening of the 
Fox Valley unit. 


La Sierra, Calif.—StTone’s 
HARDWARE & BUILDING Sup- 
PLIES recently held a grand 
opening of its store at 11079 
Hole Ave. Thornton B. Stone 
had previously owned stores 
in other parts of California 
and in North Carolina. 


Farina, Ill_—F ARINA HArRp- 
WARE recently held a three- 
day opening sale. Appliance 
demonstrations, special bar- 
gains and refreshments 
helped attract customers to 
the new store. 


Lansing, Mich.— HEDLUND 


HARDWARE has been opened 
in the Granger Shopping 
Center by Einar Hedlund. 
Mr. Hedlund previously op- 
erated a hardware and 
plumbing business at 3824 S. 
Cedar St., Lansing. 


Indianapolis—IRVINGTON 
HARDWARE & GIFT SHOP, 
5632 E. Washington St., has 
been bought by Mr. and Mrs. 
Bob Baldwin, formerly of 
Mooresville, Ind., from Mr. 
and Mrs. Charles Hancock. 
The Hancocks founded the 
business 16 years ago. 


Westport, Conn.—WEST- 
PORT HARDWARE recently 
opened a branch in the Gate- 
way Shopping Center in Wil- 
ton, Conn. Opening festivi- 
ties were broadcast over Ra- 
dio Station WNLK. Theo- 
dore K. Broido is president 
of Westport Hardware. 





OBITU 





ARIES | 








W. M. TEAGUE, JR. 


W. M. Teague, Jr. 


William Martin Teague, 
Jr., 85, chairman of the board 
and former president of 
Teague Hardware Co., Mont- 
gomery, Ala., wholesaler, 
died suddenly at his home 
Aug. 24: Until he became in- 
active five years ago he reg- 
ularly attended the Southern 
convention and was _ recog- 
nized as the oldest member 
in point of service. His 
father had an interest in 
Teague, Barnett & Co., hard- 
ware wholesaler, founded in 
1875 in Montgomery. In 1892 
the father sold out, and with 
three oldest sons established 
Teague & Sons. In 1901 
Teague & Sons bought Tea- 
gue, Barnett & Co., and in 
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1954 


1911 incorporated as Teague 
Hardware Co. Mr. Teague, 
Jr., succeeded his late father 
as. president in 1915 until 
when he was elected 
board chairman. 


Herbert M. Demarest 


Herbert M. Demarest, 80, 
manufacturers’ representa- 
tive with Carl Barchfield 
avency in Madison, N. J., 
cied Aug. 16 after a brief 


iilness. Mr. Demarest start- 
ed his career in hardware 
more than 50 years ago. 


Some early years were spent 
as a salesman for J. Wiss & 
Sons Co. He has been a 
manufacturers’ representa- 
tive for 40 years. Mr. Dem- 
arest was a long time mem- 
ber of Hardware Associates 
of New York State and was 
co-founder of the Hardware 
Boosters of New York City. 


Albert E. Herrnstein 


Albert E. Herrnstein, 76, 
owner and operator of 
Herrnstein Hardware, Chil- 
licothe, Ohio, died Aug. 14 
in Chillicothe Hospital fol- 
lowing several months of 
failing health. Mr. Herrn- 
stein was elected president 
of the Ohio Retail Hardware 
Assn. in 1929 and later 


News of the Trade 





Schlage Buys Low Cost 
Residential Lock Line 


To get broader coverage 
in builders’ hardware, 
Schlage Lock Co., has pur- 
chased the inventory and 
manufacturing facilities of 
an inexpensive’ residential 
lock set line manufactured 
by two Los Angeles firms. 

The locksets, known as the 
California Lock, will continue 
to be produced and distrib- 
uted from Los Angeles. This 
product has good acceptance 
among builders of tract 
homes. 

The operation will function 
as a division of Schlage un- 
der the name California Lock 
Co. 

Schlage products will still 
be manufactured in San 
Francisco. But, some equip- 
ment will be moved to Los 
Angeles to increase that 
plant’s capacity. 





Wholesalers to Study 
(Continued from page 125) 


land; and Leigh P. Helm, 
Raub Supply Co., Lancaster. 

The subject, “Making Our 
Salesmen More Productive” 
will be discussed by: Clayton 
EK. Caddy, Kinsner Supply 
Co., Cleveland; Orin J. Lock- 
wood, Jr., Binghamton (N. 
Y.) Hardware Co.; Richard 
H. Yaun, Yaun Metal Prod- 
ucts Co., Div. R. D. Yaun 
Supply Inc., Liberty, New 
York; and Harold W. Squire, 
Tiffin, (Ohio) Art Metal Co. 

The Oct. 8 morning ses- 
sion of NWHA will hear C. 
C. Mendler, Sunbeam Corp., 
Chicago, talk on the “Hard- 
ware Wholesaler and His 
Salesmen’s Role in the Years 
Ahead.” James P. Townley, 
Townley Metal & Hardware 
Co., Kansas City, wholesaler, 
will talk on “A Cold Hard 
Look.” 








ALBERT E. 


HERRNSTEIN 


served on the advisory board. 
He became a member of the 
board of governors for the 
National Retail Hardware 
Assn. in 1936 and a vice- 
president in 1941. In 1942 
he became president. Mr. 
Herrnstein had attended 
every national convention of 
the group since 1928. He 
was also a member of the 
Ohio Hardware Mutual In- 
surance Co. board for 20 
years and was president in 
1952. Mr. Herrnstein was a 
member of the Hardware 
Age 50 Year Club. 


Ralph Allen 


Ralph Allen, 76, longtime 
hardware dealer of Buchan- 
an, Mich., died Aug. 6 at 
Newberry (Mich.) Hospital. 
Mr. Allen had been a hard- 
ware dealer in Buchanan 
since 1911. In the early days, 
he was in partnership with 
Ephraim Sanders and later 


HARDWARE 


with Magnus Lundgren. The 
store moved to its present 
location in 1923. 


Herbert P. Sheets 


Herbert P. Sheets, who 
served as managing director 
of the National Retail Hard- 
ware Association from 1918 
to 1938, died recently in In- 
dianapolis at the age of 85. 
Prior to his association with 
NRHA he had been adver- 
tising manager for Barrett 
Hardware Co., Joliet, Ill. 


Leo Oberding 


Leo Oberding, 73, Trenton, 
N. J., hardware store oper- 
ator, died Aug. 8 at St. 
Joseph’s Hospital, Highland. 
Besides operating his own 
store, Mr. Oberding was em- 
ployed for many years by 
Brefield Hardware Co., also 
of Trenton. 


P. J. Pur Dun 


P. J. Pur Dun, director of 
sales for Perma-Jack Corp., 


Div., Geometric Stamping 
Co., Cleveland, Ohio, died 
Aug. 30. 


Walter H. Gebhart 


Walter H. Gebhart, 63, a 
former vice-president of the 
old Henry Disston & Sons, 
lost his life Sept. 15 when 
a Jersey Central Railroad 
train plunged into Newark 
(N. J.) Bay. Mr. Gebhart 
was a consultant with offices 
in Philadelphia. 
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Black Panther Tool 
Names John Touchet? 


John L. Touchett has been 
named to the newly created 
post of sales manager at 
Black Panther Tool Co., a 
division of E-Z Paintr Corp., 
Milwaukee. He will super- 
vise national sales of all 
Black Panther products in- 
cluding and 
sporting goods. 

Mr. Touchett started with 
E-Z Paintr in the accounting 
department and served in 
time and cost studies, quality 
control, field sales and, most 


painters’ tools 





JOHN L. TOUCHETT 


recently, assistant to A. W. 
Brumm, vice-president of 
sales. 





North Dakota Assn. Elects Hertz President 
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Officers, directors and advisory board members elected by the North 
Dakota Retail Hardware Assn. at its annual convention at Mandan, 
N. D., Sept. 8-9, are: left to right, W. J. Gust, Jr. W. J. Gust & 
Sons, St. Thomas, second vice-president; Paul E Gardner, Gardner 
& Zeren Hardware, New England, advisory board; George H. Miller, 


Miller Hardwere & 


Implement, 


Columbus, 


advisory board; Earl 


Milde, Milde Hardware, Maddock, first vice-president; Robert Paris, 
Paris Hardware, Mandan, immediate past president and member 
of advisory board; Herbert Hertz, Hertz Bros., Inc., New Leipzig, 


president; H. 


Nygoard, Bijerke-Nygaard Hardware, 


Enderlin, 


new director; Evelyn J. McGrann, Fargo, reappointed executive sec- 
retary and treasurer; Wallace Haugom, Haugom Hardware, Port- 
land, advisory board. Other officers not shown are John Haukedahl, 
Haukedahl Hardware, Wild Rose, re-elected director-at-large, and 
Clarence Aasen, Aasen Hardware, Hatton, new director. 





Washington Sports Shop Bays Retail Store 
In Tacoma from Washington Hardware Co. 


Washington Hardware Co., 
Tacoma wholesaler, has sold 
its retail store in Tacoma to 
a corporation known as 
Washington Sports Shop, 
Ine. Announcement was 
made jointly by C. Morrison 
Johnson, president of Wash- 
ington Steel Products, Inc., 
and Joseph S. Martinac, 
president of the new firm. 

The Washington Hard- 
ware Co. store, established 
in 1872, in Tacoma was the 
beginning of the present or- 
ganization which includes 


manufacturing facilities and 
jobbing firms in Seattle and 
Portland. 

Officers of the purchasing 
corporation are: Mr. Mar- 
tinac, president; Lee A. 
Benton, vice-president and 
treasurer; and Nelson Van 
De Mark, secretary. 

Mr. Martinac is also presi- 
dent of J. M. Martinac 
Shipping Corp. 

(For article on how Wash- 
ington Hardware merchan- 
dises, see HA Nov. 21, 1957, 
p. 51). 
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Bronson & Townsend Co. To Concentrate On 
Power Equipment, Garden Steel Goods Lines 


The 
Co., 


Bronson & Townsend 
New England whole- 
saler, has withdrawn from 
the general hardware field 
and will concentrate on dis- 
tribution of power equip- 
ment, mainly power mowers, 


and lawn and garden steel 
goods lines. 
Announcement of this 


change was made last week 
and is the climax of a policy 
started several years ago to 
shrink back on hardware 
lines. 

The change was made so 
the company can more suc- 
cessfully concentrate on lines 
with which it is more famil- 
iar and in which it already 
is playing a prominent part. 

Bronson & Townsend will 
distribute three brand-name 
power mowers. Models range 
from private home sizes up 
to estate models retailing for 
$1500. The company has no 
plans to handle promotional 
mower lines. 

The company has servicing 
dealers throughout its ter- 
ritory. Non-servicing retail 
outlets send service work to 
the servicing dealers. 

The company’s general of- 


fices and warehouse will be 
relocated at New Haven in 
about 10 months on account 
of the New Haven redevelop- 
ment program. A warehouse 
is maintained at Springfield 
to serve Massachusetts and 
northward customers. 

Hardware, housewares and 
appliance inventories are be- 
ing liquidated by sales to 
current customers. The 
stocks were carried down in 
recent years, in view of the 
change in policy, and are ex- 
pected to be liauidated by 
early next month. 

Bronson & Townsend was 
organized 85 years ago. The 
started 


company as a 
woodenware distributor and 
branched out into general 


hardware. 

There will be some changes 
in sales personnel and shifts 
in territory on account of 
the new policy. The general 
territory will be unchanged, 
covering Connecticut, Massa- 
chusetts, Rhode Island, 
southern New Hampshire and 
Vermont, eastern New York, 
New Jersey and southeastern 
Pennsylvania. 





Dues, Inc., Holds First Merchandise Fair 


A large group of dealers attended the first annual Merchandise 
Fair held by Dues, Inc., wholesaler of Dayton, Ohio. The three-day 
affair was held Aug. 24-26 at the New Veterans Memorial Building, 
Columbus. There was a daily platform sale, door prizes and manu- 
facturers’ specials to highlight the show. Dues dramatized its many 
services in stage settings. Services include consumer catalogs, price 
cards, toy promotion and the AIM [An Independent Merchant) 


newspaper program. 
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Classified Opportunities Section 









Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additional 


RRS 


Positions Wanted 


(Special Rate) set solid, maximum 
STS FSF Be a gir ee 
Each additional word ......... 


Allow Seven Words for Keyed Aden 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, uniess accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 
HARDWARE AGE is published every other 


Thursday. Classified forms close 3 weeks 
prior to publication date. 
Remittance must accompany order in form 


of check or money order payable to Hard- 
ware Age—Classified Section, not currency or 
stomps. 








Representatives Wante 








Sales Representatives 
WANTED 


© For 33 year old firm rated 1 high . . . manu- 
facturers of nationally advertised canvas and 
nylon products. 

© To call on jobbers and distributors. Protected 
territories open. Attractive commission. 

© Reply with details of your operation, 
carried and territory covered. 


HOOSIER TARPAULIN & 
CANVAS GOODS CO., INC. 


P. 0. Box 574—1302 West Washington Street 
Indianapolis 6, Indiana 
Mr. Robert T. Goldberg, Vice President 


lines 


Attention: 








SALESMAN 


To call on RETAIL paint, hardware, and building 
supply dealers. Our product is a masonary paint—the 
best made—and is nationally advertised. If you can 
sell, this is an exceptional opportunity to build a 
real future. Excellent commission on new and existing 
accounts. Write in full. Confidential. 


Address Box H-4!, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











WE ARE OPENING THE TERRITORIES 
OF KENTUCKY, OHIO AND WESTERN 
TENNESSEE, Have openings for energetic sales- 
men to handle our line of inexpensive paints 
in conjunction with the compatible hardware cr 
variety line you are now handling. Highest com- 


missions paid On a product that is well es- 
tablished in 12 Southeastern states. This is an 
opportunity to handle competitive priced paint 
that is a tremendous merchandising item in all 


types of stores. Give full details in first letter. 
Hampton Paint Mfg. Co., Inc., Hampton, Vir- 
ginia. 





MANUFACTURERS REPRESENTATIVE 
WANTED for new “TOUCH-LOCK” hardware. 
Complete line of door locks that open with the 
touch of the finger. Keyed, passageway, patio and 
bathroom. All finishes. Choice territory open. 
Write us fully. UNITED PRODUCTS CO., 
1540 S. E. Clinton St., Portland, Ore. 


SALESMEN WANTED TO SELL 
PLETE line of plumbers brass goods, specialties 
and supplies, to hardware stores, lumber yards, 
plumbers, mill suppliers and industrials, for well 
known, long established firm. Many good terri- 
tories open. Reply complete details. Address: Box 
J-44, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


SALESMAN PLUMBING SPECIALTIES 
to sell for established national distributors. ex- 
clusive territory, 10% commission. Write full 
details with references. Replies confidential. 
Akron Supply Co., Inc., 216-218 Grand Street, 
Brooklyn 11, New York. 


PAINT BRUSH SALESMEN top flight men 
only—agents or full time. Complete line house- 
hold and painters tools—nylon, Pure bristle and 
wide range pure Chinese bristle. Address Box 
J-25, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





A COM-.- 
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WE ARE LOOKING FOR MANUFACTURER'S 
AGENTS now calling EXCLUSIVELY on the 
Retail Hardware and Retail Lumber Yard Trade 
in the midwestern, southwestern and north- 
Western states to sell a complete line of fast- 
eners ‘e offer a good proposition at 15% 
commission. 


SHARON BOLT & SCREW CO., INC. 


ENDICOTT ST.. NORWOOD, MASS. 








Paint Brush Salesman 


Prominent paint brush manufacturer has open 
territories for successful sales producer Pre- 
fer man now calling on paint, hardware, lum- 
ber dealers. Protected territories. Established 





SALES 
REPRESENTATIVES 
WANTED 


Prominent Eastern Manufacturer of Builders hard 
ware, now establishing a Southern Branch Office 
and Warehouse, will employ several experiencec 
sales representatives to cover hardware retailers, 
hardware jobbers, locksmiths, locksmith supply dis 
tributors. etc. Well known line. Rare opportunity 
for the right men. Considerable traveling neces- 
sary. Application must include full particulars in- 
cluding age, family information, education, experi 
ence, physical condition, present earnings. 














business. Will also consider sideline man or Address Box J-41, care of HARDWARE AGE 
manufacturers’ agent. Chestnut & 56th Sts., Philadelphia 39, Pa. 
Address Box A-23, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

UNUSUAL OPPORTUNITY FOR OUAL- REPRESENTATIVES WANTED 
IrTTED REPRESENTATIVE. Exclusive fran ffiliated fields. ALL 
chise to sell complete line of competitive metal Senn Ho gp gyal eng of LIQUID 
legs to hardware, building supply dealers and T " tic tank and LIQUID drain 
jobbers socal, national advertising to back you so Seach concern WITH MORE PROD- 
up. Package deals and premotions for easier | . 
sellin Excellent commissions. Several territories | UCTS TO FOLLOW. Protected territorie 
still available. Write today. Please enclose some Address Box J-32. care of HARDWARE AGE 
informati ibout } ourself and state territory Chestnut & 56th Sts., Philadeiphia 39, Pa. 
vou ne to cover. ” Wilkinson Mfg. Co., 2916 
West Lake Street, Chicago 12, Illinois. 


MANUFACTURERS 





REPRESENTATIVE 


WANTED: We have some good territery open 
Selling Wholesale Hardware, Electrical Circuit 
Tester. Retails only $1.98. It is NEW—Thou- 
sands have been sold to Electricians, Automobile 
owners, Radio and Television repair men, hobby- 
ists. Attractive counter display sign sells on 
sight. Burnworth Tester Company, 815 Pomona 
Avenue, El Cerrito 8, California. 





EXCELLENT SEASONAL SIDELINE FOR 
REPRESENTATIVES calling on Hardware, de- 
partment, and variety stores. Distribute “Storm- 
velope”’——a new idea in low-crst storm shielding. 
Stormvelope is a clear plastic envelope which 
slips over casement window screens to make a 
highly effective storm window. Write Stormvelope 
Co., 6407 Halbert Road, Bethesda 14, Md. 





SALESMAN FOR ARKANSAS AND OKLA- 
HOMA AREA, Leading manufacturer of builders 
hardware needs employee salesman due to transfer 
of present salesman. 
background, age 27-35, 2 
in hardware field. Salary, commissicn and expenses, 
Good retirement and insurance program. Address: 
Box J-12, care of Harpware Acer, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box A-22. care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





NEW YORK WHOLESALE DISTRIBUTOR 
of plumbing and heating supplies and specialties 
needs SALESMEN for various out-of-town terri- 


tories. Must be presently selling to plumbers and 
hardware stores. Opportunity for aggressive 
salesman. Commission and expense. State full 


details with references. Address: Box J-38, care 
ef Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 











SALESMEN WANTED for line ot outdoo 

| bracket lanterns and post lanterns. W ell estab 
lished manutacturer Many choice territories 
available. Address: Box J-37, care ot HARDM ARE 
AGE, Chestnut & 56th Sts., Phil: delphi 39, Pa 


| SF. 
Box 


Prefer man with southern | 
years college, experience 


| the best. at 


REPRESENT ATIVES WANTED CALLING 











on hardware chains, lumber accounts, and othe: 
volume buyers for our line of electric drill and 
powell tool accessories, saw mandrels tor home and 
industry. hole cutters and other home work shop 
and mechanics tools. Several good territories stil! 
open. Write giving full details to: Lawrence 
Bashian and Cempany, 28063 Pontiac Trail, South 
Lyon, Michigan 

SAL ESMEN_ Ww ANTED for es of tin and 


Well established manufactur 
available Address: 
Ace, Chestnut & 


galvanized funnels. 
Many choice territories 
J-36, care of HARDWARE 
56th Sts., Philadelphia 39, Pa. 





“WANTED MAN OR “SALES | ORGANIZA- 


retail 


TION now calling on Hardware, Lumber, 
Surplus Stores and Paint Trade, in Tennessee, 
Alabama and Mississippi, to sell complete pre 


of paint. Everything from 
prices, to the lowest priced 


priced line 
attractive 


motionally 


| lines. Some established business in al! states. 

| Good commission.” GENERAL PAIN’ & VARN.- 
ISH CO. 2001-31 N. Mendell St., Chicago 14, 
11] inols. 








Accounts Wanted 





LINES WANTED BY COMPETENT AND 


EXPERIENCED Sales Representative covering 
New England. Write Address: Box H-16, care of 
Harpware Ace, Chestnut & 56th Sts., Phila 


delphia 39, Pa. 

MILITARY REPRESENTATIV E Ss. Line 
wanted. Intensive coverage by 3 men including 
all branches of the military service, nation-wide. 
Address: Box J-23, care of Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 
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Business Opportunities 








FLORIDA 


Best representative organization in State of 
Florida available for one good line. Fourteen 
years local experience — large following all 
classes of trade available for interview at Na- 
tional Hardware Show. Write or call Ken Last 
& Company, 630 N. W. 7ist St., Miami, Florida 
Plaza 7-174}. 








Consistent, Conscientious, Concentrated cover- 


age of metropolitan New York and New Jersey 


BOBROW LEWELL ASSOCIATES 


814 Broadway, New York 3, New York 
(We gef results) 











REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis 
ville. We carry the account or you can bill direct 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 











MANUFACTURERS 


the Road, could use 


AGENT, 23 


one more 


years on 
Hardware Line 


Metropolitan New York City, New Jersey, 
Eastern Pennsylvania, Maryland, District of 
| Columbia and Delaware. Address: Box J-40. 
| care of Harpware Acer, Chestnut & 56th Sts., 


Philadelphia 39, Pa. 





Business Opportunities 








Hardware And Variety Store 


for sale in State 


growing t 


College, Penna 
wns in Central Penna All clean hardware 

modern fixtures, approximately three years in business 

$30,000.00 Inventory, must be seen to be appreciated 

ng rental lease or building may be purchased, good 

rental investments in building, ample parking space 

reason for selling—ill health 

Address Box J-28, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 


One of the 


fastest 








Positions Wanted 


ANYBODY OWE 
YOU MONEY? 


Collection secrets from years of busi- 
ness experience. Quick action, Satis- 
faction or your money back. Eight 
page manuscript “Art of Collecting 
The *Tough’ Account.” Also ““How to 
Collect ‘Insufficient Funds’ Checks.” 
Both $5.00. Worth hundreds! 
HOUSE OF BETTER BOOKS 


Dept. HA, 722 East Silver Spring 
Milwaukee 17, Wisconsin. 


ATTENTION WAGON JOBBERS 














the midwestern, southwestern and north 
western states We have a good propesition 
vou to sell a complete fastener line that 
will fit with your present operation Write 


rr details 


” SHARON BOLT & SCREW CO., INC. 


ENDICOTT ST... NORWOOD, MASS 











SALESMAN, WITH SIX YEARS 
department store buying experience, and six years 
successtul selling experience, desires exclusiv: 
or s ‘clusive line from established hardwar: 
( sewares manufacturer. Address: Box J-42, 
cal liaRDWARE AcE, Chestnut & 56th Sts.. 
Phi Ilphia 39, Pa 

MISS., ALABAMA AND WEST TENN 
being covered by experienced representative wit! 


production going direct to dealers. Need 


at tf the following—lLawnmowers, exhaust win 
fans, power tools, handled steel goods, gym 
sets, electrical lines or any volume hardware or 


building material line. Address Box ]-31, care o 
Harpware Ace, Chestnut & 56th Sts., Philadel 
phia ; y. Pa 
ACTURERS: Are your products get 


MANU! 
num sales and coverage they 


’ deserve in 
{ ' rado 


Utah, New Mexico and Wyoming. We 
al serving Hardware. Building Material. Indus 
trial and Automotive Distributcrs. Prime Manu 
facturers only. Denver Resident. Address: Bo» 
] HaRDWARE Acre, Chestnut & 56th 
Sts., Philade’phia 39, Pa. 


_ 





MICHIGAN, INDIANA, OHIO and norther: 
KENTUCKY—Lone and firmly established, ta\ 
orablw | wn sales representation. available to an 





established and reputable manufacturer of a hard- 
ware hardware line. Address: Box H-30, car 
of Harpware AGE, Chestnut & 56th Sts., Phila- 
delphia YY. Pa 

MANUFACTURERS REPRESENTATIVE 
WITH A wide acquaintance among paint, hard- 
ware and janitor supply dealers and jobbers 1 
Metropolitan New York area, desires suitable 
lines. Excellent references. Address: Box ] 
< f HiarpwaReE Ace, Chestnut & 56th Sts.. 
P) lelphia 39. Pa 

WELI ESTABLISHED AND FINANCED 
MANUFACTURERS AGENT desires additional! 
line of Hardware, Plumbing and Electrical items 
t sell direct to the large retail hardware and 
DTI lers in Virginia who are accustomed to 
buy! direct. Territory covered by two men 
Warehousing facilities. Address: Box H-38. care 
‘ Harpware Ace, Chestnut & 56th Sts., Phila 
delphia 39, Pa. 


ESTABLISH ED MANUFACTURERS 


AGENCY WITH two salesmen, covering West- 
ern Pennsvivania and West Virgima. Selling 
llardware, Automotive Jobbers also Chain and 
large Volume accounts. Now im a position t 
sell one or two good lines of merit, such as 
Tools of all types, power mowers, Chemicals 
Address: Bex J-13, care of Harpware AGE, 


Chestnut & 56th Sts., Philadelphia 39, Pa 





STEEL, or 
you have and lowest prices you will accept to 


WE ARE BUYING—SCREEN WIRE CLOTH 


WHY CARRY OVER SCREEN CLOTH TILL NEXT YEAR? 
TURN THIS DEAD MERCHANDISE INTO CASH! 


We can use any quantity of screen wire cloth (nart or full rolls) in ALUMINUM. BRONZE. GALVANIZED 
PLASTIC: HARDWARE CLOTH: POULTRY WIRE: and FENCE WIRE. 


A-Z HARDWARE CO., 27 North 2nd St., Phila. 6, Pa. 


Send list of what 











WANTED FOR CASH 
CLOSEOUTS JOB LOTS 
Hardware Tools, Housewares, Gifts, Toys, 
Electrical, Paint, Plumbing, Automotive. 
Kamzan Trading Co., 14] West 28th Street, 
New York 1, New York, Chickering 4-8584. 








HARDWARE STORE AND LUMBER YARD 
LOCATED IN ARLINGTON, TEXAS— 
GOOD LOCATION ON PAVED STREET 
WITH RAILROAD SIDING AT REAR. 


Address Box J-39, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39. Pa. 











SPECIAL TRIAL ASSORTMENT! One-Half 


lozen of each of our 50 most popular brass ke 


blanks—$15.00. HAZLETON CHAIN CO., 81 
Nemble St., Roxbury 19, Mass 





Help Wanted 


HELP WANTED: Group Manager for retail 





hardware store doing over half million dollars 
per year. Must have hardware management ex 
perience and capable of assuming complete re 


sponsibility over tool department, builders hard 
ware, plumbing and electrical. Must be under 


‘5S years of age. Write complete details of ex 
meriences and include three references to: Ad 
dress Box J-43, care of Harpware Acer, Chest 


nut & 56th Sts., Philadelphia 39, Pa. 





ee 


Write for Free_— 
Bhictaehitia- 





SCREW ANCHORS and JACK NUTS 


HARDWARE AGE, SEPTEMBER 25, 1958 


WELL ESTABLISHED HARDWARE FIR) 


located in a fast growing central Florida town. 
is interested im securing a partner with capita! 
te put in a quality furniture department. als 
Housewares, have large building in best locatio 

nventory is large and modern, it would require 
in investment of at least twenty-five thousand 
lollars, town wide open for such a deal. Address 
Box H-32, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





Positions Wanted 





SALESMAN—AGE 32 MARRIED 

ears wholesale and retail experience—have trav 
eled Pa., N. J., Del.—<calling on Hardware, Farm 
ind Garden trade. Headquarters Reading, Pa 
Excellent references Draw against 

preferred. Write Address: Box J-34. care 
f Harpware Ace, Chestnut & 56th Sts., Phila 
re ; : 


lelphia 39, Pa 


commission 


Hasis 


WHARTON SCHOOL GRAD., 37 Have 
traveled E. Penn., Del., N. J.. Md. and Wash 
f years calling on Hardware Jobbers. Would 
like to contact manufacturing Hardware line to 
be full time salesman. Resume mailed upon re 
quest. Address: Box H-37, care of Harvware 
\ce, Chestnut & 56th Sts., Philadelphia 39. Pa 


BUILDERS HARDWARE MEN 
ADVANCEMENT willing to 


’ 


SEEKING 
call on Architects 


ind also willing to travel. Presently employed 
n NYC as manager and Hardware buyer im 
Med. Size Firm. Address: Box J-14, care 
Harpware Ace, Chestnut & 56th Sts., PI 


delphia 39, Pa 





~~ MOLLY CORP 


Reading, Pa. 
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el i44,a ah 
“Vinylite’ KUSHION- KOATED 
WIRE KITCHEN AIDS 


iS 


PLATE STORING RACKS 
No. 750 — 10%” x 6” Small 
No. 7000 — 21” x 6” Large 


_—_—~ a 


DINNERWARE STORAGE RACK 
No. 208 — 17%" long, 9” Deep, 





9” High 





PLASTIC DRAIN A TRAY 
Hi-impact Styron 


a 
DRI-ALL DISHDRAINER 
. No. 400 — 21” x 14” x 1%" 


No. 2800 — 17” x 1342" x 52" 
No. 3750 — 18” x 15” x 6” 





DISHDRAINERS 
No. 109 — 17” x 13” x 3%" 
No, 119 — 17” x 13” x 4” 


No. 149 — 13%” x 10” Twin Sink 
No. 149 — 16” x 12” Regular 


_ Send for complete Catalogue today or contact our local representative. 


ARTWWIRE CREATIONS ING. SuFFERK ALY 

















STOP PROFIT LEAKS 


Hundreds of dealers have 
discovered the _ effective- 
ness of HARDWARE AGE 
Pocket Want Cards for 
minimizing outs and keep- 
ing track of shorts and tow sect td on 
special requests. ae ecoamay tment 


More than _ 110,000 
HARDWARE AGE Pocket 
Want Cards have been 
purchased by dealers this 
year. Many have reor- 
dered several times. 








HARDWARE AGE 
Pocket Want Card 


2 Wreve 
out aS end specie 


Card fits neatly in jacket 
or shirt pocket. Write raeo 
down outs, etc., immedi- 
ately, as soon as you discover them. Card is 
turned in each evening to store manager for 
review. Take a new card each morning. 





‘ you seed more spece 





Save time and money. Order a supply now. 
90 cards for $1.00 or 600 cards for $5.00, postpaid. 


Send order with check or money order to 
Pocket Want Cards, Harpware Acre, Chestnut 
& 56th Streets, Philadelphia 39, Penna. Make 
checks payable to “HA Reader Service Dept.” 
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HARDWARE 


BUILDERS 
HARDWARE 
HANDBOOK 





By Adon H. Brownell, 


¢ Practical, down-to-earth information for hardware men, 
contractors, architects, students, teachers. 


- All the basic facts about Builders’ Hardware presented in 
simple, easy to understand language. 


* Detailed descriptions of functions, applications, specifica- 


tions and estimating. 


This all-inclusive volume covers base 
metals, finishes, hinge requirements, 
lock functions, exit devices, door closing 
devices, lock security and keying, hard- 
ware installation, special type hard- 
ware for specific types of buildings, 
and safety precautions. Operating 
costs, financing, marking goods, other 
information necessary for efficient 
management. A complete glossary of 
builders’ hardware terms is also in- 


cluded. 






WRITTEN BY AN EXPERT 
WITH 45 YEARS' EXPERIENCE 
IN BUYING, SELLING 
AND MANUFACTURING 
BUILDERS’ HARDWARE 


CO 
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Vij °0f 
AGE 





A.H.C. 


HUUAUNUH JEAUMUETH .SaIG ills 





234 pages, 
385 illustrations, 
size 8!/,""x 11" clothbound 


Price only $8.00 


RECOMMENDED BY NATIONAL BUILDERS' HARDWARE ASSOCIATION 
AMERICAN SOCIETY OF ARCHITECTURAL HARDWARE CONSULTANTS 


—for experienced hardware men or students 


—how to set up a builders’ hardware department—and 


make it pay 


—how to read blueprints and specify jobs 


—how to cash in on replacement and follow up items 


—how to bring prospects into your store 


HARDWARE AGE, DEPT. A2 
56th & Chestnut Sts. 
Philadelphia 39, Pa. 


Please send me copies of HARDWARE AGE BUILDERS’ HARDWARE 
HANDBOOK by Adon H. Brownell, A.H.C. | will send payment upon receipt of 
the invoice in the amount of $8.00 per copy, plus 45 cents handling and 
postage. 


Anh s wick gk ethan we + + thie. 0 ee UR a abe ees Hees 
TL + sas Sadek so 6 5 wk 90 0 Ob SMa Gadebe ce eee eeuecee 
DCGh Gh ewmigabene sasnen kok Oaks senKane 
Check here if sending payment with order, saving you the 45 cents handling 


and postage charge. 
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; Steady Sellers Keep ZZoxal in the 
for over Building Picture and eliminate guesswork! 


MI 20 years 
r 6-in-1 | 4-in-1 4 
2 Set Set 


Every household needs a set 
Order from Your Jobber 
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Builders’ Hardware of Proved Performance 


Over 50 years of specialization in design- 
ing and manufacturing hardware for the 
building trade. Fine basic materials, pre- 
cision construction and operation are but 
a few of the “reasons why” your trade 
insists upon genuine National of Sterling. 


















































or write for prices to : =: MANUEACTUR 
GAM Manufacturing Co., Lancaster, Pa. mesa” , COMPANY ‘IER LING 
pone e STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS — _ 
| BOXED | lk 
ye ‘ You Make News 





Diselay Deal LI 
\ |g DRILSAW 


ee THE CONVENIENCE 4 


What you do is news to thousands of other 
hardware dealers who read HARDWARE AGE. 
They’re interested in knowing of your plans 
to remodel, of new partners, stores sold or 
bought, anniversaries, etc. 

Write us a short note about any of your 
activities you feel would be of interest to 
others who read the News of the Trade regu- 

One #5 larly in HA. Don’t worry about style. Just 
| FREE 11“ x 23” 2-color Display Board | give us the facts briefly ; we'll do the rest. Ad- 
TEC IMPORTS dress your note to the Editor, HARDWARE AGE, 





JOBBER & DEALER ALIKE 
CONTAINS 





Three #3 Dealer Net $22.34 


Two 0 
Four *1 , 
Four +2 Retail Value $33.51 
One #4 








STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS 
STIZS MOVEITIOUS—DIAWS J19S STS WVEIDOU 


Ask Your Jobber. Or Write 


15001-03 Colifa 
4 Van Nuys, California 
POLI OOO STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS 


Genuine 
Original 


Chestnut & 56th Sts., Phila. 39, Pa. 





POD 














DOMES or SILENCE 


INSULATED RUBBER CUSHIONED GLIDES 
DOMES oF SiLrwcE Wonderful for all WOOD and METAL Furniture 


Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 


Contains | doz. cards of either %"", %"* or 1"" DOMES. DOMES hove 
ee point nail. Case hardened steel, burnished nickel plated mirror 
mis 


Both Container and Cards in 3 COLORS 
























One Set of 4 
on a 3-Color Card 
6 SIZES: %", %", I" 
1isié", 1%", mH". 





ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 





Ask your Jobber or write— 
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NOW—there’s a brighter look to 


PROOF COIL AND BBB CHAIN 


N) LUMINATED 


.y...and Hodell chains have it! 


Here’s a brand-new merchandising feature in those old reliables: 
Proof Coil and BBB Coil chain—%3¢, 4, % and *% inch— 
made by Hodell. 

It’s the lustrous LUMINATED look that gives you cleaner, 
more attractive chain to display and sell. 


So clean, your women customers cou/d handle this chain with- 
out smudging their white gloves ... you can handle it without 
soiling hands or clothing. 

Here’s why: LUMINATED finish is a clean, metallic coating 
with a soft satin sheen and a uniform depth that closes up the 
metal pores. It is durable, protective, and effectively rust-resistant 
under most average conditions. 

And LUMINATED luster has eye-appeal... gives these chains 
big decorative appeal for uses where good appearance is desir- 
able, with no need for painting. At the same time, its appearance 
isn’t out of place in even the most practical applications. 

LUMINATED Proof Coil and BBB Coil chain are now avail- 
able in handy 50-foot cartons, Hodell Pailettes (75- to 250-foot 
lengths, according to chain size), or standard 600-lb. barrels. 





MORE PROFIT-SAVING FEATURES: 


@ Chain’s premeasured: length marks every 10 feet save 
measuring time. 


@ Chain’s positively identified: colored, printed plastic bands 
every 10 feet prevent stock-handling errors. 


Chain's end-tagged: color-coded tag locates end of chain 


immediately, keeps it always in sight. Handy, too, for re 
cording chain footage withdrawn. 


Call or write your distributor 


HODELL CHAIN COMPANY CAF, 
al 


Cleveland 3, Ohio ‘Ona f 


Division of The National Screw & Mfg. Co. 





MAKES HUNDREDS OF JOBS EASIER and faster. Your customers will use Dragon- 
Skin on holder or as plain sheets—in the hand or wrapped around scrap wood 
to make special tools. Cuts easily with scissors. 


DRAGON-SKIN PRINCIPLE: CUTTERS 
NOT GRITS. Steel sheet is punched 
to form thousands of cutters that 


carve away work—smoothly, evenly, 
quickly. There’s no gouging. Balanced cutting action means /ess scratching than 


similar-grade abrasive paper. No clogging—one slap clears away chips and dust. 


AK § — 
VW “ ’ SS 
v Aj EYE-CATCHING DISPLAY BOX is colorful, 
compact, offers Dragon-Skin complete 


with holder and in individually-packaged 


s * * sheets. Get fast extra sales by putting the 
- individually-wrapped units in your win- 
. dow or bins. Perfect for peg-board or 


New Steel Sandpaper Sells on Sight 
.-- Outsells All Predictions 


“I move a display box in 4 or 5 days . . . have to order 6 or 7 cartons 
a week,” says one West Coast dealer. “Re-ordered 4 times in about 2 months,” 
says another. And a Midwestern retailer reports: “Dragon-Skin is one of the 
best turnover items I’ve ever stocked ... it all but leaps off my counter!” 


Why? Because Dragon-Skin is an “all appeal” item. It’s an easier, faster SS 
way to sand, rasp, shape and smooth hard and soft woods, plastics, soft noe MA rainoniaa ee DISPLAY wh 
metals. It zips off old paint. It won't clog like sandpaper. And, it’s priced °*, “TA°NC Stopper, hes in your store wit 


ey re ' : nation-wide publicity and advertising. 
for fast “pick-up” buying ... 75¢ complete with holder, 25¢ for single sheets. phone your jobber to learn how you can 


Pictures on this page show why handy, get it. 
versatile Dragon-Skin can set your y_etm_—t=o=_©_: 5 WAYS TO CASH IN ON DRAGON-SKIN sommes 


. < . Your 
cash register ringing, too. Check your Your Selling Your 


stock—and call your Red Devil jobber, Cost Price Profit 
today! 13158 A21 Counter Merchandiser— 2 doz. Red Devil $3.60 $600 $2.40 40% 
9-S Holders each with 4'4x5 sheet of Dragon- 
Skin plus ¥2 doz. individually boxed sheets 
, . Dragon-Skin—No. DS-1. Weight: 3 Ibs., 8 oz. 

) Wied bel 
etic \k ie ' Ost : ne No. 98 — Display box of 1 dozen Red Devil 

7 oe , = 9-S holders each with 1 sheet Dragon-Skin. 

. :? Weight: 5 Ibs., 13 oz. 

DS1 — Display box of 1 dozen individually 
boxed sheets Dragon-Skin — No. DS-l. 
Weight: 1 lb., 6 oz. 
DS7—full size (9” x 11”) individually 
packaged sheets 1 dozen in display box. 
DS4 — 13-sheet size for oscillating sanders in- 
MORE THAN 13 MILLION PEOPLE see Dragon- | dividually packaged, 1 dozen in display box. 
Skin advertised in Saturday Evening Post, PEAT SRT ES 


Better Homes & Gardens, Popular Science, e 

Popular Mechanics, Mechanix Illustrated. Red D evel T colts 
News mats and other hard-hitting tie-in pro- 

motion materials are available from Red UNION, N.J., U.S.A. 

Devil. Write today! 


See us at Booth #583 National Hardware Show World’s largest manufacturer of painters’ and glaziers’ tools—Since 1872. 

















